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HIGHLIGHTS of the Issue 


@ THERE’s an important wid ‘iinikirway today 
—a trend that is carrying lumber and building 
materials dealers into the front ranks of modern 
merchandising. Attractive, modern stores are 
becoming more numerous; new lines are making 

- their debut. Dealers are offering a broader, more 
comprehensive service to their customers. This 
evolutionary development is well illustrated by 
one of Dascomb-Daniels Lumber Co.’s yards at 
Kansas City. ... From dairy barn to salvage lum- 
ber yard to modern building materials store 
makes an interesting story. Read “Growth of 
— on page 34. 





@ Locatiné competent help is a tough problem 
these days, and perhaps there will be no really 
satisfactory solution until the manpower short- 
age is alleviated. But a fresh approach to the 
preparation of your “help-wanted” classified ad- 
vertising might improve results. You'll find some 
worthwhile ideas in the article on page 33. 





@ Most veaers look to postwar hose sales as 
the main stay of their future business and expect 
big volume and good profits from this important 
activity. Now is the time to lay the groundwork 
for future sales, and delay may be costly. Read 
the stimulating article on page 45. 





@ WINTER TIME is the time the farmer is most 
free for giving consideration to his physical 
properties, how they meet his needs, and how 
they can best be improved. The story on page 
36, Brooder Houses vs. Dual Purpose Houses, is 
an examination of poultry housing methods; by 
farm expert J. F. Schaffhausen. Although ‘the 
matter is left as a moot question, it is one to— 
which some thought may well be given by the 
lumber dealer toes serves a farm community. 


@ PAINT Is MORE and more ccditiel a real part 
of many lumber dealers’ merchandising scheme. 
Wartime restrictions on certain paint ingredients 

_ have sent paint manufacturers into their labora- 
tories as never before, to study new ways of pro- 
ducing high quality covering products. The 
results have been many and these manufacturers 
look forward to a future of improvement that 
startles even themselves. Some of these develop- 
ments that you can expect in postwar paints are 
detailed on page 38 in an article woven around 
data supplied by one of the nation’ s loodiie 
manufacturers in this line. 








Pata 


Opens up an entirely 
new market for deal- 
ers and builders. 12 
years’ service in peace 
~) and war prove it a 
wee product of exception- 
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SAWS & NAILS 


LIKE WOOD ally high quality. 


FARM BUILDINGS are better when built of Flexboard: 
No rot or decay... no damage from rodents... 
added fire safety. 


ee 


OFFICE BUILDINGS, stores, etc., can be built eco- 
nomically with Flexboard exteriors. Stone grey 
color makes attractive appearance. 
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We Do Not Fight 
To Invite Defeat 


Ever since the paralyzing inauguration of the 
great depression of the thirties on Black Friday in 
October, 1929, an increasingly vociferous school 
of pseudo economists has maintained that our 
troubles were brought upon us by the ruinous com- 
petition of free private enterprise. The policy of 
these economists has been to legislate and regu- 
late competition in business out of existence, and 
replace it with centralized government control of 
production and distribution. 

The truth is that the depression, which it should 
be remembered was world-wide, was brought about 
by the interference of governments with the normal 
functioning of free private enterprise. Tariffs and 
quotas established after the first World War dis- 
rupted the flow of exports and imports to and from 
the world markets, strangled trade, created starva- 
tion areas in many parts of the world, damned the 
flow of capital, and ultimately engulfed the world 
in another war. 

If the United States setting up its internal post- 
war pattern, and the United States acting with 
other nations to set up the international postwar 
pattern proceed on the basis that government and 
inter-government control of trade promise fulfill- 
ment of the ideals for which we are fighting the 
war, Americans and all the peoples of the world 
are due for the bitterest and most tragic disappoint- 
ment ever visited on mankind. If the postwar pat- 
terns are based upon bureaucratic government con- 
trol of business and industry in the United States, 
and upon international trade cartels, quotas and 
other barriers to the functioning of free private 
enterprise, we shall invite and get economic chaos 
more widespread and more devastating than we 
had in the thirties, and we shall invite and get a 
new and more terrible world war than we can 
imagine. 

To the system of free private enterprise as devel- 
oped and practiced in the United States, we and 
the rest of the world can attribute all of American 
material progress, much of our social progress, and 
no small part of our spiritual progress. Our stand- 
ards of living, due to our methods of producing 
and distributing goods, eclipsed those of any other 
people on earth. The system was not without its 
weaknesses. It was not perfect. Neither it nor any 
other system has achieved perfection. But it did 
create the most satisfactory national economy ever 
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known. To say that, in spite of this, it should be 
scrapped because it has imperfections, and that it 
should be replaced with extension of the system 
of government and inter-government controls that 
were responsible for national economic break- 
downs, and ultimately for worldwide depression, is 
to ask for a lowered standard of living in every 
corner of the globe. It is defeatism, because it has 
not the heart to hold fast to the gains that have 
been made, and to continue to improve the sys- 
tem that has made those gains possible. We are not 
fighting this war to lower the standard of living in 
the United States any more than England is fight- 
ing for the dissolution of the British Commonwealth 
of Nations. 

In the most trying days of the war, when Win- 
ston Churchill was being pressed from many sides, 
he said, in effect, to the British people and to the 
world—lI did not become Prime Minister for the 
purpose of presiding at the obsequies of the British 
Empire. 

It is time for American business to state with 
bluntness and firmness equal to that of Mr. 
Churchill, and for the benefit of any element or 
combination of elements in or out of government 
who have other ideas, that we have not sent our 
sons to fight and die for the purpose of abandoning 
the economic principle of free private enterprise, 
but that we have sent them to fight and die for the 
preservation of the principle, that the great majority 
of them who will return may inherit it, improve it 
and use it for the continuing benefit of all mankind. 


War Casualties 


In our little town in the past six weeks, four 
men whose ages range from forty-seven years to 
fifty-two years, have died. Each one died with no 
warning that the end was near, and in the short 
span of a very few minutes. All four were combat 
veterans of the first World War. All four were 
fathers, respected citizens, and successful business 
or professional men. It is possible or probable that 
the strain and tension of their service in the old war 
was a contributing factor to their early deaths. It 
is certain that the immediate cause was overwork, 
brought about by the need to keep a business going 
with decreased and less efficient personnel. Prob- 
ably none of them thought of himself as a wartime 
casualty, but the untimely death of each con- 
tributed to the final casualty score of the first World 
War, and stands as evidence that death in this war 
is not confined entirely to men in uniform. 
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the universal satisfaction of Upson customers 


everywhere is proof of the quality you want in 


products for postwar selling. 


In a recent nation-wide survey is proof that a good 
volume of profitable business in Upson Ceilings is 
waiting for you, postwar. This survey reveals that: 
Two out of every three homes today have cracked walls 


and ceilings. 


And that one home owner in every four is planning cracked 


plaster repair work just as soon as it can be started. 








Upson ceilings are being aggressively advertised in 
national niagazines. You will find them easy and profit- 
able to sell in good volume. If you were not an Upson 
Ceiling dealer before the war, write us for details. The 


Upson Company, Lockport, New York. 


Upson Quality Products Are Easily Identified 
By The Famous Blue-Center 


UPSON 


PACEMAKER IN CRACKPROOF PANELS 
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“Help-Wanted” Advertising 


HERE WAS A DAY when a simple statement of your 
needs in the help-wanted section of your newspaper 
would bring a line of applicants waiting at your door 

when you arrived in the morning. Remember? 

Today, more than a little extra thought is required 
to obtain good help. But there are ways to do it. 

One dealer reports that switching around the classifica- 
tions is a help and other advertisers report this to be 
true for them. When your ad starts, “Man to do so-and- 
so...” or “Woman to do this-and-that” your copy is 
going to appear in the column along with many other 
ads starting the same way. Usually ads beginning such 
as “What Do You Know About Lumber .. .” have pulled 
well for him. 

The general rule is to think from the applicant’s view- 
point when preparing the ad—what you have to offer 
him, rather than from your own—what you want. You 
are in competition with many others for the people 
who might work for you. The same rules you used 
to follow in advertising for customers now apply to 
your advertising for help. 

Some effective phrases are “permanent position”, 
“rapid advancement”, “pleasant surroundings” “estab- 
lished firm”, “post war future”, “you’ll like this work”, 
“promotion assured”, “vacations with pay”, “arrange 
hours to suit”. 

If you can use part time help, consider the situation 
of students in your territory. Or what about mothers 
who can work part of a day? If you are directing an ad 
to this group, copy can begin, “Work Near Home .. .” 
or “Profitable Part Time Work .. .” or “Mothers, 
Pleasant Part Time Work. . .” 

One man maintains that older employees are an asset. 
They are more easy going, more understanding .. . not 
feeling bad from last night’s party or wondering about 
tonight’s date. One of his ads begins, “That Awful 
Liar...” and goes on to point out that the calendar is a 
liar if it says you’re 60 when you feel 40, then urges 
older folks to apply. 

Running more than one ad in an issue increases results 
and when you do this, arrange the starting word’ so 
that one ad appears near the top of the column and 
the other near the bottom. 

You might do it like this. . . “Drivers Wanted, United 
Lumber” and “United Lumber needs drivers.” 

The help-wanted columns of your local paper are not 
the only media you can use. A contact with school prin- 
cipals, school teachers, churches and organizations is a 
method of obtaining good help which lumbermen employ 
successfully. 

One man reports that he has had very good success 
by canvassing present employees. Often, the employees 
will have a friend or neighbor who can fill the job. Thus 
you get the help you want without any advertising 
expense. And as a rule, a high type of employee will 
have a high type of friend to recommend. 

By checking his records and contacting former em- 
ployees who had left to get married, have a baby, or 
retire from business for some other reason, one man 
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has succeeded in bringing back some help for the 
duration. 

One company has obtained some good employees 
through watching the Situations Wanted columns! 

Display advertising in newspapers costs more than 
classified but it is seen by a lot more people. Many 
lumber dealers report good results from this method. 
One company runs a small box in its general newspaper 
advertising stating: “Openings for pleasant work. In- 
quire at employment office.” 

Ads in out of town newspapers are often effective. 
Many lumbermen report that they have obtained good 
results by this method. Try papers in nearby towns. 

Radio is good if you want to employ a large number 
of new people. Ordinary radio time is usually expensive, 
but your local station may work out a way to run your 
ad in a spot announcement, on a group-advertiser pro- 
gram, or something of that sort. You can contact a 
station to see what they have to offer. 

C. A. Neuenhahn, president of Central States Tie and 
Lumber Co., advises not to overlook your trade journal. 
Users of both display and classified help wanted adver- 
tising in AMERICAN LUMBERMAN have reported fine 
results. 

H. O. Head, personnel manager of Huttig Sash & Door 
Co., St. Louis, says that he has obtained excellent results 
by using a large sign in his entrance. This brings on 
an average of three applicants a day. As a rule a 
higher grade of women applicants are brought in by this 
sign than men. Forced by the war to substitute women 
for men in light labor, this firm has found that women 
are far better workers. 

Your want ads must succeed in bringing not just help, 
but good help that can do the job and stay with you. 
One man makes an effective test of the applicant’s 
willingness to work by inserting in his ad: “Apply to 
Mr. Jones at 7 A.M.” He finds that, while he gets fewer 
applicants, those who are willing to come in early are 
better workers and are really looking for a job and not 
just a soft berth. 

One lumberman has been unusually successful in hold- 
ing employees with less than average absenteeism or 
labor turn over. He attributes this partly to the fact 
that he has had the courage to turn down applicants 
about whom he was doubtful, even when he needed help 
badly. Also, he takes the trouble to work out hours that 
will be most suitable to the employee. He checks the 
transportation schedule and helps the applicant arrange 
a route and time that will be most convenient. For 
example, some mothers would prefer to start work at 
10 A.M., after they have had time to get the children 
off to school and the house in order. By cooperating 
with them, this man obtains satisfied help that stays 
with him. 

While everything may not happen for the best, we 
at least can make the best of what happens and thus 
the things we learn about effective “Help Wanted” 
advertising now can assist us in the future to obtain 
the best help in the most economical manner. 
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Growth of 


MERCHANDISING 
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played a vital role in the success- 

ful growth of Dascomb-Daniels 
Lumber Co.’s retail store at 48th St. 
and Troost Ave., Kansas City, Mo. 
Those factors are good location, effec- 
tive advertising and attractive dis- 
play. 

There is still another factor, how- 

ever, which is absolutely fundamental 
—and that is intelligent selection and 
purchasing of stocks. Without that 
the other factors would be worthless. 
But all four of these factors working 
together have created a winning com- This display of wall paint, decorative trim and borders is located 
bination that pushed gross sales of near the store entrance where customers see it coming and going. 
this store up to $320,000 last year. It stimulates many extra sales. 


i IMPORTANT factors have 


Located on a busy intersection, the 
store is easily reached by trolley, bus 
or automobile. It’s in the heart of a 
busy shopping district which serves a 
large residential area. For retail sales 
to consumers and housewives the ad- 
vantages of such a location are obvi- 
ous. Store traffic is heavy—and 
traffic means sales. 

Since most of the store’s trade is 
drawn from only one section of a 
large city, advertising in the metro- 
politan newspapers, even though effec- 
tive, would be disproportionately high 
because the rates are based on city- 
wide circulation. The company prefers 
the use of circulars and letters and 
does an effective job of covering its 
own section of town. 

All merchandise in the store is 
prominently displayed where custom- 
ers see it. That’s axiomatic in retail 
selling. After all, the customer can’t 
buy anything until he knows the store 
carries it. 

This Dascomb-Daniels store carries 
a well -balanced selection of merchan- 
dise—as evidenced by the pictures on 
these pages. Before the war they 
sold electrical appliances and will re- 
sume this business when conditions 
permit. 

It’s an interesting story of business 
growth, proving that modern, aggres- 
sive merchandising pays off in profits. 
Years ago a dairy barn occupied the 
store’s present site. Eventually it was 
converted to a yard for used and sal- 
vage lumber—and remained such until 
1934 when Dascomb-Daniels bought 
it. Six years ago the new owners 
Merchandise for the home and garden is plentiful in the store. Not hidden out in the yard, erected the present store. Since that 
but prominently displayed in the sales room, these items attract customers and boost volume. time sales have grown rapidly. 
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Dozens of items needed in housekeeping are 
shown here. The long counter holds wall- 
paper cleaner, floor wax and polish, soot de- 
stroyer for cleaning chimneys, etc. Below the 
counter samples of wallpaper are displayed. 
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Brooder 
Dual Purpose 


T HAS OFTEN occurred to me that 
selling brooder houses presents 
a. complex problem to the aver- 
age dealer because present brooder 
house designs are engineered for far- 
mers that specialize in poultry. These 
farmers have large flocks of birds 
that demand scientific care if the ulti- 
mate in profits is to be made. On the 
other hand, the average farmer only 
keeps a small flock of chickens as a 
backyard enterprise; in fact, over half 
the farms of our country keep less 
than one hundred chickens. The needs 
of these farmers must be entirely dif- 
ferent from those of the commercial 
poultryman, as these small flocks can- 
not justify the investment demanded 
by scientific care. 

Every time I have analyzed spectac- 
ular profits made from brooder houses 
I have found that the fabricator was 
operating in a commercial poultry 
area. This made sense to me, for it 
is in these sections that the present 
house is a good buy. In fact, every 
farm is a potential outlet for more 
than one house and with an average 
of five to six years per house the re- 
peat business is good. If the price is 
right and the house is draft free, tight 
and sanitary, that is about all that is 
needed, except advertising and sales- 
manship, to set a good mark. 

When dealers in average farm ter- 
ritory have tried to emulate these 
spectacular sales records, they have 
usually been disillusioned. I think 
the reason for this is that a different 
type of house might be needed in the 
general areas. If you reason this 
thing through with me you might 
agree. First, let’s look at the poultry 
enterprise as it is carried on scien- 
tifically in the large operations. One 
way it might be managed is to start 
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By J. F. SCHAFFHAUSEN 


Houses vs. 


off with good chicks in a properly 
built brooder house that is isolated 
from all mature chickens. Most tech- 
nicians feel that the same person that 
cares for the laying hens should not go 
near the chicks as this communica- 
tion can spread disease. Dr. Hutt at 
Cornell University has proven that 
the death rate in chicks can be defi- 
nitely checked, if not curtailed, by this 
isolation and selection, especially from 
the ravages of Lymphomatosis. After 
six weeks these chicks can be moved 
out onto the range. Here they must 
be housed in a range shelter. From 
here they are moved to the laying 
house, when they are ready to lay. 

The housing cost for 100 birds un- 
der this management system might 
look something like this: 


Brooder house....... $ 85 to $150 
Range shelter....... 24to 50 
Laying house....... 175to 250 


Total housing cost.$284 to $450 


This investment will start off the 
flock with a house that provides the 
proper floor space, glass area and 
ventilation recommended for a laying 
flock. But here is where Mr. Aver- 
age Farmer starts going backward 
financially, if all else we know about 
poultry raising is true and he wanted 
to be scientific and purchased all three 
buildings. For now that his hens are 
laying, he should follow a practice of 
culling five birds a month out of his 
flock, if he is not to waste feed. So, 
in a year, he can save over a ton of 
feed, and feed costs money. Well, 
he eats his chickens anyway, so five 
a month can be used up easily, but 
by the time the freeze comes in north- 
ern areas, his up-to-date house that 
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was designed for 100 birds is now oc- 
cupied by only 80 or so birds and by 
January the flock may be down to be- 
low 70. This is serious in the north, 
because with only 70 birds in a house 
designed for 100 birds, the ventilation 
system will not work. Because of this 
the litter becomes wet, and the water 
freezes because there is not enough 
body heat generated to keep the tem- 
perature above freezing. When this 
happens egg production falls off, ac- 
cording to reliable authoritiés. 

If this is the position of your cus- 
tomer, and it is so on over half our 
farms, he has more laying house than 
is good for him, while out in the yard 
the range shelter that lived a short 
useful life is deteriorating under snow 
and the field mice and rats are having 
a field day in that scientific brooder 
house he could use only for six weeks. 

With this reasoning you might 
agree that this fellow needs some- 
thing else in the way of a poultry 
plant than the three building system. 

I don’t know the answer, but I do 
know that there seems to be a need 
for adapting what scientific knowl- 
edge we do have to the practical needs 
of the small farmer. For no matter 
what we think, in actual practice on 
most of these farms, poultry is con- 
sidered the woman’s work. She cares 
for the baby chicks and the laying 
hens. There might be isolation in 
building but there is communication 
between buildings by her. So the 
benefits of isolation are lost to a ma- 
jor extent. Perhaps we might find a 
practical solution in what Mrs. Lavery 
does at Glens Falls, N. Y. She has 
one building for brooding and laying. 
Chicks are separated at brooding time 
from mature hens by a solid partition. 
When the chicks are grown they stay 
right on in their compartment and 
lay in the nests that are moved in. 
By the time brooding is necessary 
again, she has culled the flock to such 
an extent that she can empty this same 
compartment and use it for the new 
chicks. First, of course, it is disin- 
fected; then the chicks are brought in. 
Yes, she has losses, but in a long num- 
ber of years these losses have been 
negligible. She is a booster for the 
dual house. She is not alone, for re- 
ports from many parts of the country 
indicate experimentation along these 
lines. 
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1 GUIDE TO ACTION 


for Lumber & Building Material Dealers 


The Contents will cover these 
1. Organizing for Tomorrow’s Selling Job. Survey- 
ing the local market and analyzing its potentials for 
new home and farm construction, modernization and 


repair. Determination of postwar selling policies 
and the types of services to be offered. 





2. Bringing the Store Up to Postwar Selling Stand- 
ards. A portfolio of ideas for modern lumber yard 
store arrangement, display, lighting and design. 
Making it an efficient sales area and building mate- 
rials headquarters for the community which it serves. 


3. Selecting and Training the Postwar Staff. Chart- 
ing lines of responsibility for the employees to pro- 
vide the most efficient operating procedure. Train- 
ing of sales and working personnel. 


4. Homes Designed to Sell in the Postwar Market. 
A complete section of small homes which embody 
the features that home planners want and will buy 
when building is again the order of the day. 


5. Preparing an Inventory of Stock-up Needs. Sug- 
gestions for making an over-all survey of merchan- 
dise needs determining the factors which bear upon 
the selection of types of merchandise that can be 
handled profitably in a given type of yard. 


6. Replacing, Overhauling, Machinery and Equip- 
ment. A section designed to aid retailers who oper- 
ate mills, and lumber manufacturers, in the replace- 
ment of their equipment. It will outline the latest 
developments in each type of machine so the reader 
will know what to look for and to expect when he 
selects his new machinery. 


EVERY SUBSCRIBER GETS A COPY FREE! 
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HERE’S WHAT’S NEW IN PAIN 


S much as any of the industries 

directly connected with the lum- 

ber and building materials busi- 
ness, paint manufacturers look to 
chemistry to blaze the trails of prog- 
ress. Wartime restrictions on the use 
of certain components of paint have 
sent paint makers to the laboratory 
to find substitutes possessing equal 
and better properties. In large de- 
gree the scientists have met with suc- 
cess in this respect. 

Even prior to the war the industry 
had conquered (at least in the labora- 
tory) the principles of controlled 
penetration. It is a science that holds 
much promise; its concern is the con- 
trol of the depth of first coat paint 
penetration into new wood, concrete, 
brick or old repaint surfaces. Con- 
trolled penetration is accomplished by 
controlling the size of the molecules 
which compose the binder in the prime 
coat. Raw linseed oil, which has been 
commonly used as a vehicle in exte- 
rior paints, has a very small mole- 
eular size, and for that reason is 
drawn into lumber by capillary attrac- 
tion to a depth of 14 to 18 wood cells, 
a process which largely robs the sur- 
face of paint. 

By using vehicles in which the 
molecular size has been increased, 
penetration of the prime coat can be 
controlled so that it penetrates the 
wood no more than two to four wood 
cells. This means that the vehicle re- 
mains in the paint film and thereby 
serves as a binder. It also means that 
the penetration is equally controlled 
on the more porous sections of the 
wood, giving a uniform prime coat. 
Old type paint penetrates deeper on 
the porous sections and less on the 
non-porous sections of the wood and 
often results in spotty coverage. 
Prime coats penetrating only two to 
four wood cells afford adequate adhe- 
sion as well as a non-porous surface 
for the finish coats. This is the prin- 
ciple factor in the two coat paint sys- 
tem and it holds true on all types of 
wood cement, stucco and other build- 
ing materials. 

It is a well-established fact that 
certain synthetic materials, such as 
glyceryl phthalate, have greater dur- 
ability than any of the oils, such as 
linseed oil, dehydrated castor oil and 
chinawood oil. By properly blending 
such synthetic materials with oils, 
durability will be greatly increased; 
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also, the setting and drying times will 
be increased. 

Pigments have recently been devel- 
oped and others are now being devel- 
oped which will reduce chalking and 
delay disintegration of the film. All 
of this will be accomplished at no 
sacrifice of application properties. 

Synthetic resin developments and 
improved methods of treating oils 
have made it possible to produce Spar 
Varnishes of improved durability and 
faster drying time. 

Up to this time exterior emulsion 
paints have not been used satisfac- 
torily to any extent. Knowledge 
gained during the last two years in 
the production of exterior emulsion 
paints for Army and Navy use is ex- 
pected to lead to making such paints 
available to civilians either ready for 
use, or in semi-paste form requiring 
one part of water to two parts of 
paint. With the new development of 
wetting and emulsifying agents, it is 
going to be entirely possible to manu- 
facture exterior emulsion paints for 
many needs, which will have all of 
the desirable properties of the pres- 
ent type of solvent reducible exterior 
paints. 

Use of exterior emulsion paints 
will probably be rather limited di- 
rectly after the War but will increase 
in use aS more experience in applica- 
tion and service qualities are obtained. 

The new synthetic vehicle develop- 
ments will give interior finishes with 
superior service properties. Interior 
flat finishes that can be applied in one 
coat over any surface and give com- 
plete hiding and perfect uniformity of 
appearance, may be anticipated. 

Much faster drying properties can 
be expected. Four-hour enamels will 
be realities—enamels that you can 
walk on or sit on in four hours or 
less. These finishes will have greater 
resistance to wear, washing and other 
service conditions to which interior 
finishes will be exposed. 

Some of the new synthetic develop- 
ments will make floor, porch and deck 
enamels available which will really 
stand the rough usage to which floor 
paints are often subjected, and at the 
same time, will have excellent dura- 
bility for use on exterior porch floors 
and steps. In the past, many manu- 
facturers have carried two lines, one 
for interior and one for exterior. The 
postwar floor, porch and deck enamel 


will be fast drying and equally satis- 
factory for interior and exterior use. 

Fire retarding paints have been de- 
veloped to a very high degree to meet 
the requirements of the Army and 
Navy. They will be available for gen- 
eral use on wood, textile and composi- 
tion surfaces. These coatings have 
good durability as well as fire retard- 
ing properties, and can be used for in- 
terior and exterior use. With the 
many municipal fire ordinances for 
public buildings, theatres, hotels, res- 
taurants, night clubs, schools, etc. 
there will be a wide use for these 
materials. 

The developments which have been 
made in synthetic elastomers now be- 
ing used for various Army and Navy 
requirements, will make it possible to 
produce acid, alkali and chemical re- 
sisting coatings for industrial and 
chemical plants where these proper- 
ties are essential. Good durability 
will be combined with chemical resist- 
ance for industrial application. 

Insecticidal paints will be available, 
which will keep the home free from 
flies, mosquitoes and other insects for 
probably a year or more. Prolonged 
tests are now underway. These paints 
can be made in flat, semi-gloss or 
gloss and will have all the service 
qualities of other paints. They are 
not toxic to human beings. 

Improved galvanized metal paints 
will be available which can be used 
either as one coat or two coat jobs. 
The durability of one coat of this 
paint will be superior to the two-coat 
job of the past. 

Recent developments indicate that 
heat resisting paints of superior qual- 
ity will be available which will with- 
stand very high temperatures with- 
out discoloring, blistering, peeling, etc. 

Non-slip paints have been developed 
for the Navy which should be popu- 
lar as finishes for floors in industrial 
plants, public buildings, banks, etc. 
and may find use as porch and step 
paints for the home. 
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Complete working blueprints and specifications 
of any house design published in this magazine 
are now available at $5.00 per set. Two sets of 
plans for the same house are $8.00, three sets 
$10.00, four sets $12.00 when ordered at the same 
time. All the blueprints are in a convenient 
12” x 18” size and meet all FHA requirements. 
Please order plans by number, enclosing pay- 
ment, and address to American Lumberman, 139 
North Clark St., Chicago 2, Ill. 
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This bright, modern recreation room makes the basement one of 
the most livable spots in the house. The walls are of beautiful fir 
plywood. 
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WARO ROBE 


Complete working blue prints and specifications of any house 

design published in this magazine are now available at $5.00 e ae 
per set. Two sets of plans for the same house are $8.00, three BED ROOM 
sets $10.00, four sets $12.00 when ordered at the same time. All 'le@ X 

the blueprints are in a convenient 12” x 18” size and meet all 

FHA requirements. Please order plans by number, enclosing 


payment, and address to American Lumberman, 139 North - 
Clark St., Chicago 2, Ill. 
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Complete working blueprints and specifications 
of any house design published in this magazine 
are now available at $5.00 per set. Two sets of 
plans for the same house are $8.00, three sets 
$10.00, four sets $12.00 when ordered at the same 
time. All the blueprints are in a convenient BATH | 
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Complete working blue prints and specifications of any house 
design published in this magazine are now available at $5.00 
per set. Two sets of plans for the same house are $8.00, three 
sets $10.00, four sets $12.00 when ordered at the same time. All 
the blueprints are in a convenient 12” x 18” size and meet all 
FHA requirements. Please order plans by number, enclosing 
payment, and address to American Lumberman, 139 North 
Clark St., Chicago 2, Ill. 
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Built-in closets are among the most practical of plywood projects. 

Here is shown a wardrobe with cupboard space above for hats, 

bedding or luggage and drawer space below for clothing or 
linens. 
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IN THE HEART OF TAXES 


CCURATE ACCOUNTING is 
essential to accurate tax report- 
ing. However, even where ac- 

counting is accurate, tax savings are 
sometimes overlooked because the 
taxpayer does not take all permissible 
deductions or he interprets certain 
phases of the law in a way that in- 
creases his tax. 

In general, the tax laws are con- 
cerned with losses and gains incurred 
during the taxable year. The expenses 
and liabilities of one year cannot be 
used to reduce the income of a subse- 
quent year. Depreciation rates should 
be fixed carefully because the taxpayer 
cannot take advantage in later years 
of prior failure to take ample depre- 
ciation. If you short-change yourself 
on depreciation you pay more tax and 
you can’t recover in later years when 
you find that the rate should be 
adjusted upward. 

The straight-line method of fixing 
the depreciation rate is easiest to 
compute and used by most taxpayers. 
You figure the rate on original cost 
divided by the years of useful life, not 
necessarily mechanical usefulness, but 
profitable usefulness. Scrap value 
should be considered when setting the 
rate. The taxpayer may increase the 
rate at any time if he can justify 
it and this increase cannot cover short 
calculations on deductions in prior 
years but must represent increased 
depreciation on equipment during the 
year for which the return is filed. 

Taxpayers often lose out on a de- 
duction for bad debts because they do 
not deduct in the year the debt is 
ascertained worthless. If it can be 
shown that you knew a debt was 
worthless in a year prior to the one 
in which you list it for deduction, it 
may not be allowed. Taxpayers on an 
accrual basis may report bad debts 
by deducting the debts as they become 
worthless or by deducting a reasonable 
sum set up as a reserve for bad debts, 
usually computed on a_ percentage 
basis determined from experience 
figures and based upon credit sales. If 
bad debts in the past have averaged 
two percent of credit sales and credit 
sales in a taxable year were $4,000, 
then $80, should be a_ reasonable 
reserve. 


The taxpayer doing business on a 
cash basis cannot use the reserve 
method. If a specific debt is partially 
worthless, that portion of the debt 
may be deducted within the taxable 
year. If the debt may become worth- 
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less in a subsequent year, the tax- 
payer may wait until that time to 
take the deduction. 

Non-business debts must be wholly 
uncollectable to be deductible. No 
deduction is allowed for partial worth- 
lessness. A non-business bad debt is 
considered a short-term capital loss 
the same as a loss on a worthless 
security. The amount of non-business 
bad debts deductible is limited in the 
same way as a loss from the sale of a 
capital asset. Non-business expenses 
are deductible providing these ex- 
penses are incurred in connection with 
income that will be taxable, whether 
the income is received during the cur- 
rent taxable year or not. 

A taxpayer using the reserve 
method of handling bad debts should 
credit the reserve if a bad debt is 
subsequently paid. He need not report 
this recovery as income. If the bad 
debt was a direct charge-off, and he 
collects subsequently, the taxpayer 
must report the recovery as income in 
the year received providing its deduc- 
tion at the time it was ascertained 
worthless yielded a tax benefit. In 
other words, if the taxpayer writes off 
a bad debt in a loss-year and this 
deduction did not influence the loss, 
he need not report subsequent re- 
covery as income. Say a taxpayer 
had a loss in a taxable year, $1,000 
in all, $200 of which was a bad debt 
deduction, he would have lost $800 
without this deduction and not paid a 
tax anyhow, so he got no benefit for 
the bad debt charge-off and he need 
not report its recovery as income later. 


Inventory, unless calculated cor- 
rectly, may increase the tax payment. 
Take inventory at cost or market, 
whichever is lower. If the inventory 
is calculated too high, you pay more 
tax. There are numerous ways of 
figuring inventory but cost or market, 
whichever is lower, will give the best 
results in this field. 

Losses arising from fire, theft or 
other casualty are deductible in the 
year they occurred providing they are 
not covered by insurance. If a loss 
is only partially covered, the excess 
loss is deductible but this expense may 
disappear under the method by which 
the tax office permits the deduction. 
You must take depreciation and sal- 
vage value into consideration and 
when this is done, the value of a prop- 
erty may be reduced to the point 
where there is no excess. It all de- 
pends upon the case but the taxpayer 


should not forget this angle in the 
event he must write off an uninsured 
loss. If he has been taking deprecia- 
tion on the property, he has already 
been given credit for certain loss in 
value by the tax office so he cannot 
claim it again. 

You may not deduct auto expense on 
a pleasure car but you may deduct a 
loss for auto damage for an accident 
not due to your wilful negligence. 
You may not deduct rent for your 
private dwelling but you may deduct a 
loss for a bursting boiler used in your 
residence or business or for damage to 
your home due to flood, storm or the 
bursting of water pipes through freez- 
ing. Loss resulting from fire to home, 
automobile, or furniture is deductible. 

Advertising is deductible as an ex- 
pense if the outlay is reasonable and 
its ratio to sales is not out of line 
with experience figures or general 
trade practice. The test is whether 
the sum spent for advertising is an 
attempt to avoid proper tax. How- 
ever, the Treasury recognizes that 
even if a concern is working on war 
work, which can be gotten without 
advertising, that it must maintain 
goodwill for its peacetime products, 
therefore, it permits a reasonable de- 
duction for advertising. Many con- 
cerns during the last war quit adver- 
tising and found to their dismay that 
the public- had forgotten them when 
peace came. This lesson sunk in and 
all progressive businessmen. are doing 
some advertising today. 

Some taxpayers are still handling 
withholdings so that they are not 
readily checkable, which is bad _ busi- 
ness, even though their returns to the 
Collector are accurate. The withhold- 
ing tax will probably be permanent 
and the more the records pile up with 
the years, the more difficult it will be 
to audit them. So, systematize and 
simplify the routine as much as pos- 
sible with due regard for accuracy, 
of course. 

A check stub detailing deductions 
aids accuracy. Duplicate listings on 
the face of the check, which auto- 
matically provides a receipt for with- 
holdings, and is a valuable record in 
controversy stemming from employee 
or government. Checks are easier to 
audit and give definite proof of payro!! 
transactions. Ask your banker about 
such checks. Cash payment of wages 
is unwise today. 

The tax bill of 1944 prescribes new 
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rates of withholding taxes but it is 
not necessary to change the payroll 
system to record accurately as long 
as you use an adequate system now. 
Taxpayers who use old-fashioned sys- 
tems for recording withholdings 
should modernize with payroll forms 
specially designed for recording the 
various tax deductions. 

Finally, remember that the law 
permits the taxpayer to carry over 
and carry back operating losses for 
two years. A few years back a tax- 
payer could be taxed on a loss. Say 
he earned $8,000 in one year and lost 
$10,000 the next year. Under the law 
at that time he was taxed on the gain 
and paid no tax on the loss, yet, in the 
two years he really lost $2,000 and 
was taxed on an $8,000 gain. To 
partially rectify this injustice, the law, 
from 1940, permits a taxpayer to take 
such losses into consideration when 
filing a return but he cannot get credit 
for losses going back more than two 
years or carried forward more than 
two years. Losses not absorbed in 
this period come out of the taxpayer’s 
pocket. Under these provisions, the 
taxpayer may file a claim for credit or 
refund for taxes overpaid but in 
computing the net operating loss, it 
may be necessary to make certain 
adjustments. Say the net loss on his 
tax return for 1943 was $2,000. This 
may not be the net operating loss for 
which he can claim credit or a refund. 
He must include tax-exempt interest 
in gross income for 1943, non-business 
deductions are permitted only up to 
non-business gross income, long-term 
capital gains and losses must be con- 
sidered without percentage limitations 
and the net capital loss allowed will 
be the lesser of the total net capital 
losses or net business losses. 

Say your losses and income for five 
years were as follows, after making 
proper adjustments: 


1948—Net income 
1944—Net income 
1945—Net loss 
1946—Net loss 
1947—Net income 


Carry back the $4,000 net loss in 
1945 to 1944 and 1943, leaving $1,000 
mabsorbed income in 1944. File a 
claim for credit or refund of taxes 
overpaid in these years. You lose 
52,000 in 1946, so take that unabsorbed 
income for 1944 ($1,000) and file an- 
other claim for credit or refund of 
taxes overpaid. You still have $1,000 
loss not absorbed for 1946 and you 
have an income of $8,000 in 1947, so 
carry this $1,000 loss over to 1947, 
reducing income to 7,000 taxable 
dollars. 

Taxpayers may effect substantial 
economies by taking full advantage of 
these provisions and it may be that in 
a reconversion period or after the 
postwar buying spree has receded, 
that businessmen will suffer loss- 
years, in which event, they can reduce 
tax expense or get additional working 
capital by filing claims for credit or 
refund of taxes. 
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G the Pac “Columbus Trees” still remain in the vast timberlands of 


A forest monarch topples from its throne. 


the Pacific Northwest. These mighty “old growth” redwood trees 

were alive and growing when Columbus discovered the New World. 
Many of them have been spared by the woodsmen’s axes because of their 
inaccessible location. 

But there comes a time when any crop must be harvested. Some of 
these giants that had reigned for five centuries as forest monarchs have 
yielded recently to the axe. Perhaps there is a touch of pathos to this— 
but the lumber they will furnish is needed for vital war jobs. At least, 
these giants will leave behind a mighty heritage to other trees which 
will someday ascend their thrones. 

One big tree recently felled is shown in the accompanying pictures. 

Measuring 273 feet in height, the giant was 104 feet from the ground 
to the first limb. The faller’s scale showed it contained 38,260 board feet 
of lumber. To fell the tree, 130 minutes were required with a gasoline- 
driven power saw. Twelve hours were needed to buck the tree into seven 
parts. When finally ready for lumber conversion, the seven sections 
were floated to the No. 1 mill of the Snoqualmie Falls Lumber Co., Sno- 
qualmie Falls, Wash. 

It left behind a stump measuring 10% feet in diameter. A party of 
four bridge players can comfortably sit at a card table on the stump, and 
still leave plenty of room for kibitzers. 

Among other forest monarchs toppled from their thrones was a 9-foot 
diameter Douglas fir. 


The mighty tree was bucked into seven parts which were floated to the mill. 
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OW MANY OF YOU know the number of new homes 

H that will be built in your community when restric- 

tions are released? How many of you know who 

has bought bonds in your community specifically for 
future home building? 

What would you do if a prospect came in today and 
asked about building a home? 

Are you prepared to give complete consultation and 
advice to a prospective home owner on a $3500 house? 
On a $5000 or $6000 house ?—And tell them how much 
it will cost on a monthly basis? 

How would you go about it? What are you going to 
talk about to these people? 

Are you in a position where you can afford to pass up 
the future home building in your community and not 
lose real business volume? 

If you don’t take advantage of the present opportunities 
to gear yourself to do a job in the future home market 
now, today you’ll lose your basic business of the future. 
Look around you. What has been going on in all these 
magazines that you read? What have people been doing 
all these months when they couldn’t build or buy? Yes, 
I know you’ll say you’ve been busy but busy with what? 
With selling what you’ve got to sell from day to day. 
Working with less help than ever before—trying to do 
a job with a limited line of products and items. But, 
haven’t we all been working like Peter Rabbit among the 
“broom grass”, and not paying too much attention to the 
beautiful lettuce patch just ahead. 

Many other factors are in this home building picture 
today and the longer we wait, the more there’ll be. We 
know that many lumber dealers are doing a big job today 
in certain communities. We know many dealers that 
are well on the way with future home building plans. 
How do you know what that fellow next to you or be- 
hind you is doing? Some of you have been forced to 
do it by the demands some home builders have placed 
upon you. 

Recently, the AMERICAN LUMBERMAN told us that 
when restrictions are released, 46 percent of the dealers 
would sell homes complete—45.3 percent will furnish 
plans, 50.8 percent will write specifications—69 percent 
now offer installment financing and 91.2 percent will 
offer financing assistance after the war. 

Now, what are these dealers doing today? They’re 
planning—planning how they can help future home build- 
ers. They’re studying the needs for housing right in 
your community—think of it—right in your back yard! 
They’re developing prospects—analyzing the prospects’ 
requirements—assisting with finance or getting them 
started with a systematic savings plan. They, them- 
selves, are becoming interested in or developing savings 
and loan enterprises—and above all, they are giving 
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FOR POSTWAR HOME SALES 


By G. F. HOPPE 


Advertising Manager, Insulite 





sound advice on proper savings and investment and 
urging sound planning. 

You can do this too—and then some. You can still 
carry on with your present business and do a darn con- 
structive selling job at the same time. 

Here’s what I think you can do to sell homes in your 
community—it all amounts to taking time out for prep- 
aration—for planning—for getting yourself organized! 
Your job in the future home building market is to take 
all the items you sell and put them together into a 
completed unit. You’ve got to act as a “funnel” for the 
whole line of materials that go into a house. Not only 
for lumber, millwork, or insulation—but also paint, hard- 
ware, plumbing and heating, if you please. 

Only by assisting in the proper selection of all the 
materials that go into the home and supplying them, 
can you expect to build quality into future homes, and 
by controlling the sale of the building materials that go 
into the home, you can build better houses, and thereby 
have more satisfied customers that will return to you 
time and again and remain constant, regular buyers. 

Yes, of course, you’ll say—the big sales are highly 
competitive—take more work, but you can eliminate that 
competition by gearing your sales to unit jobs. 

Let’s start by considering every customer a prospect 
for a new home—just the way auto dealers did and will 
in the future. The tractor, the radio, the refrigerator 
and now—the aeroplane—are all making a bid for that 
consumer dollar which should be soundly invested in a 
home. 

What in the world are you going to do about this? 
Let’s assemble data on home building. Study it! Dis- 
cuss future home building with every customer. 

Get yourself organized with a selling and information 
kit . . . containing plans, booklets, folders and all in- 
formation on home building, including financing. 

Study your community—your prospects. Find out who 
they are and all about them. Find out who has bought 
and is buying the bonds in your community and encour- 
age saving them for a new home. 

Now, how are you going to do all this? Oh! it isn’t 
easy by any means—until you get going on it. You’ve 
got to get the prospect interested and keep him enthusi- 
astic. So let’s say we start. Let’s get out some per- 
sonalized mailing letters to prospects, inviting consulta- 
tion—or conduct some special mailings of new direct 
mail folders and booklets on home building. Let’s run 
some small ads in the local newspapers offering service 
to people interested in future home building. 

Why not build an attractive display room and consulta- 
tion quarters, appealing to the housewife. 

Now, many of the manufacturers you deal with spend 


(Continued on Page 82) 
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1. NEW HOMES AND 
CAMPS... 


2. REMODELLED HOMES 
AND CAMPS... 


3. BASEMENT HOBBY 
ROOMS... 


Aud. the : 


HEATILATONR rneprace 


is Easier to Sell because it... 








Circulates heat—warms every corner of the room. 
Simplifies correct fireplace construction. 


The experiences of Heatilator Fire- Cuts heating costs spring and fall. 


place owners during wartime fuel short- Makes camps usable weeks longer. 
ages—plus continuous consumer adver- 


hii wikia Wis Mealibdind cus of Solves the heating problem in basement rooms. 


the most attractive postwar specialties Gives all the heat needed for many Southern homes. 
for building material dealers everywhere. ~ 


Heatilator Fireplaces will be available again when 
building starts. 


HEATILATOR, INC., 542 E. BRIGHTON AVE., SYRACUSE 5, NEW YORK 
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Work Legislation 


The work-or-jail bill, at this writ- 
ing, makes but slow progress. Con- 
gress does generate a burst of speed, 
now and then; so it’s possible that the 
fate of the legislation will be known 
before you read these lines. In any 
event a few background facts may be 
useful in helping to understand the 
performance as a whole. 

Start with this one: The work-or- 
jail bill, if enacted, will be a criminal 
and not merely an administrative law. 
There are times when the technical 
difference between civil and criminal 
statutes seems to a layman pretty 
much a matter of hairsplitting. Sup- 
pose for example that a man evades 
an official work assignment. As a 
result of his noncompliance he is sent 
(a) to a concentration camp or (b) 
into military service. He doesn’t want 
to go either place. To a layman up a 
tree, either disposition of the case 
might look like punishment for crime. 

But the courts don’t see it that way; 
since the law never looks upon mili- 
tary service, in itself, as punishment 
for crime. The draft law is an admin- 
istrative statute, as opposed to a crim- 
inal law. Sure enough, the evasion of 
military service by a drafted man is a 
crime; just as the evasion of a law- 
fully imposed tax is a crime. But 
the tax laws and the draft laws, in 
themselves, are civil enactments. 

A man’s classification on the draft 
rolls, as we understand it, is an admin- 
istrative matter; and it can be changed 
when and if his status changes. He 
may recover from a physical handicap. 
His responsibility for dependents may 


shift. And, by the same token, his 
position in essential industry may 
change. Any of these things could be 


the basis for reclassifying him on the 
draft rolls; and the courts would look 
upon such reclassification as adminis- 
trative and not as punitive. 

Possibly these distinctions still look 
to you like baloney. But note this: 
The work-or-jail bill, if enacted, will 
be definitely a criminal law; and with- 
out doubt it will be challenged 
promptly in the courts on constitu- 
tional grounds. 

For more than a century and a half 
the Congress and the courts have been 
especially hard-boiled in defending the 
citizen’s rights in the field of criminal 
prosecution. An elaborate protective 
structure of statutes and precedents 
has been set up; and there’s no use in 

. passing a criminal statute that doesn’t 
take these protective factors into ac- 
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count. Leave them out, and the new 
law travels on a one-way ticket to the 
judicial incinerator. 

In writing this bill, Congress has 
leaned over backward in allowing full 
protection for constitutional rights. 
Some Congressmen look upon the re- 
sulting handiwork without enthusiasm. 
They think some of the defenses and 
provisions for appeal, no matter how 
necessary for constitutional purposes, 
may turn out to be loopholes of escape 
or opportunities for sea lawyers to tie 
up procedures for weary months. 

This explains why many Congress- 
men have preferred to rely upon 
administrative rules and civil regula- 
tions. Most Congressmen think the 
regulations need tightening and clari- 
fication. They think it should be de- 
cided, promptly and clearly, which 
administrator and agency should have 
the authority and responsibility for 
applying the rules. But it isn’t nec- 
essarily true, as is sometimes charged, 
that Congressmen are intimidated by 
pressure groups. Some of them may 
be; but most of them have a pretty 
clear idea of the troubles in store for 
an out-and-out criminal law in this 
field. The roots of these difficulties 
can be found in the American Revolu- 
tion; in the conditioning the Fathers 
of the Revolution got in colonial days 
against government agents armed with 
the punitive powers of criminal law. 


Control Factors 


Some Congressmen, without exactly 
admitting it in public, think Germany 
is about to collapse and that this 
hoped-for event will release enough 
labor to make further changes in the 
regulation unnecessary. It’s only fair 
to add, however, that other Congress- 
men believe controls will be needed 
most urgently after V-E day. They 
think there’ll be an unwarranted rush 
for jobs in civil industry; that muni- 
tions will be needed in practically the 
present volume for the speeded Pacific 
war. 

Absenteeism is coming to the top 
once more as a major labor problem; 
and in general the work-or-jail bill 
does little to correct it. A man may 
continue to “hold” a job in essential 
industry and then stay away from one 
to several days a week. This is espe- 
cially serious, we’re told, in southern 
lumber areas. Some producers say 
their absence record runs to about 
twenty-five percent. Clearly enough 


a mill with a hundred men and a 
twenty-five absence record will not 
produce as much as a mill with sev- 








enty-five men who report every day. 
The superintendent can’t know in ad- 
vance what departments will be hit 
by absenteeism. Many of these con- 
cerns have labor ceilings; are not 
allowed to hire two hundred men in 
order to be sure of having a hundred 
and fifty. Some companies in other 
industries have tried to do this and 
have gotten denounced as_ labor 
hoarders. 


Misunderstood Regulations 


The 4-F and the 2-A and 2-B classi- 
fications have caused some unneces- 
sary trouble in this industry; espe- 
cially in the South. This could be 
changed easily, and it may be done. 
However, better watch it. 

Whatever it may be technically, the 
4-F classification in practice is little 
more than an examining physician’s 
report. It means that a man so classi- 
fied is not accepted by the Armed 
Services for combat duty. Period. It 
has nothing to do with employment in 
essential or critical industry. 

Note what happens. A 4-F worker 
employed in essential industry and 
reclassified as 2-A or 2-B can’t change 
jobs without the consent of his draft 
board. A 4-F so employed but not 
reclassified can quit a job in an essen- 
tial industry, and neither the employer 
nor the draft board can do anything 
about it. 

It’s happened over and over in the 
South that colored workers, classified 
4-F and working in the woods, hear 
the talk that men who don’t hold jobs 
in essential industry may be drafted. 
They do hold jobs in essential industry 
but don’t know it. So to keep from 
being drafted they quit and get em- 
ployment, say, in a shipyard. The 
sawmill man shouts for the draft 
board. The board looks the boys up, 
finds them in the 4-F list and shakes 
its head. 

Under the regulations, the draft 
board is supposed to know about 
everybody on its lists; and when a 4-F 
hires out to an essential industry the 
board is expected on its own initiative 
to reclassify him. It seems that few 
of them do. The employer, as we 
understand it, has the right to ask the 
board to reclassify men whom he hires. 
The big companies do this; but the 
small mill man simply gets government 
blood pressure when he’s advised to 
do it. He thinks it’s just another 
piece of bureaucratic blooie. So pres- 
ently he loses workers he didn’t need 
to lose. 

There may be formal administrative 
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“What's ahead for Me ?” 


twee wee we kr KK OK OK OK KK KK OK OK Kh Kh OK OK KOK UK UK 





Plenty, little feller. Plenty. For you're a Beautiful, livable, economical homes—the kind Mummy 
young American ...and America itself | and Daddy dream of for you! There’s work to do— 
is young. Young in years! Young in young man! Millions of homes to be repaired, remodeled, 
vigor! Young and strong in determina- made new! Millions of wonderful mew homes to be built! 


tions! It’s going places. And so are you! And why do we Americans believe so in building? 


ae — , Because we want every youngster in our democracy to 
[hat’s why, in this land of yours, there’s a great future . y 


for young men like you. But we mustn't waste time! grow up in the healthy environment of a home of his 


' , own! But that’s not all! We want you—our children—to 
Once we’ve won the war—and the peace—we’ve got to il Batodenecone 


know the blessings of American progress and prosperity. 


And both depend so much upon the building of these 
Yes, sir . . . building! You know, that’s the way our homes. 


start building! 


forefathers started this country. They bui/t homes! That’s All over our land building can be—will be—the spark- 


plug of our peacetime prosperity : : : the foundation of 
our country’s continued growth. 


the way they began to make America grow. And we've 
been building and growing ever since. But alongside 


what we're going to build in your day . . . why, we've Young America—that is what's ahead for you! A 
! 
hardly even begun! greater country, a greater future, a greater opportunity— 





In the years ahead we'll build millions of mew homes! because yours is the land of “Home, Sweet Home!”’ 


ft + gee 


IN~TEED 






FOR THE GOOD OF YOUR BUSINESS! This striking national advertisement in full color will be seen this moath 
by millions of home loving people! It is designed to sell one thing—the importance of home building to America’s future. During 
1945 other Certain-teed advertisements will continue to pre-sell the advantages of specific Certain-teed Building Products: 
CERTAIN-TEED PRODUCTS CORPORATION, 120 S. La Salle St., Chicago 3, Illinois. 
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reasons why this reclassification is 
necessary. The official intent seems to 
be that a 4-F employed in essential 
industry SHOULD get permission 
from his draft board before changing 
jobs. It would seem reasonable to 
make an official announcement to that 
effect. Essential and critical indus- 
tries are quite exactly listed and 
classified; so the board doesn’t have 
any trouble deciding if a given con- 
cern is part of a critical or essen- 
tial industry. Where reclassification 
is not made, it’s practically always 
the result of oversight. 

But, until some such change is 
made, better be sure about your em- 
ployees. If your is a critical or an 
essential industry and if you have 
some 4-F men you want to keep, then 
run (don’t walk) to the nearest draft 
board. 


Transportation 


This page is informed by UNRRA 
that the agency does not plan to ship 
U. S. building materials abroad to be 
used in housing civilians in devastated 
areas. 

There’s serious need for such hous- 
ing; and UNRRA feels an obligation 
in the matter. But it will endeavor to 
meet this obligation by means of ma- 
terials found in the countries involved. 
Reason for this policy is the critical 
shortage of cargo space. The short- 
age of U. S. lumber supplies has a 
bearing; but it was definitely the lack 
of shipping space that decided the 
matter. 

There’s little probability of a 
change. It’s true that this country 
has allocated considerable tonnage to 
France, to carry civilian supplies. 
But building materials are bulky, and 
the demand for other supplies is so 
insistent that there seems little possi- 
bility within the predictable future 
that U.S. building materials will cross 
the seas to house civilian peoples. The 
Army may continue to ship limited 
quantities across, for military bar- 
racks or to house essential war work- 
ers. We’re told that only small 
amounts have been sent for this pur- 
pose; again because of limited 
shipping. The tempo of the Pacific 
war is being stepped up; and this 
means heavy increases in munitions 
shipment. 

General Gross, of the Army Service 
Forces, has warned the ODT that 
the ’45 military tonnage in the U. S. 
will be quite as large as that of ’44. 
If and when the European war ends, 
there will be some changes in kinds 
and destinations of these shipments. 
But the total tonnage will be as large 
as last year; in fact it probably will 
be still larger. 

Incidentally, some buyers of surplus 
military trucks have had trouble get- 
ting repair parts. The machines let 
loose have been largely those built 
several years ago. Designs have been 
changed. The difference between these 
machines and civilian trucks is not 
great, measured in percentages; but if 
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a part that is now obsolete lets go, 
the owner has some trouble finding a 
replacement. An effort is being made 
to induce the Army to release the 
spare parts it has in storage; or at 
least enough to keep the machines 
traveling. 


Housing Setup 


Hearings before the Taft subcom- 
mittee of the Senate in regard to the 
NHA are being continued. Various 
national business organizations have 
been heard; such as the NRLDA and 
the U. S. Chamber of Commerce. 

H. R. Northup, Secretary-Manager 
of the NRLDA, appeared before the 
subcommittee on Housing and Urban 
Development on Feb. 6. Mr. Northup 
expressed the opinion that’ the 
grouped Federal housing activities, 
brought together in 1942 by Presi- 
dential order, do not constitute a 
suitable or necessary type of perma- 
nent organization for post-war opera- 
tions. He suggested that the Federal 
Housing Administration and the 
Federal Home Loan Bank Board be 
re-established as independent adminis- 
trations under the Federal Loan 
Agency. Northup also objected to 
proposed public research in housing 
and urban development problems; 
saying that this proposal was an 
unwarranted inference that the build- 
ing industry is backward. As a matter 
of fact the industry is far from being 
backward; and it has conducted or 
made possible an enormous amount of 
scientific research. “The modern Amer- 
ican small home,” he said, “is without 
equal in the conveniences offered the 
prospective home owner... and yet 
these homes cost less on the average 
than did the homes of twenty years 
ago.” 

Eric A. Johnston, President of the 
U. S. Chamber of Commerce, made 
essentially the same statements. He 
said the grouping of various housing 
agencies had as its primary purpose 
the building of housing for war work- 
ers. This purpose will be at an end 
when the wars are over. He added 
that, after the war, the Federal Hous- 
ing Administration and the Federal 
Home Loan Bank Board “should not 
be handicapped by being made a part 
of either a war-housing liquidation 
activity or of a subsidized rental Gov- 
ernment housing activity.” 

The Taft subcommittee has no au- 
thority to initiate legislation; but its 
report will have a large influence upon 
the course taken by Congress. 

John B. Blandford, Jr., Administra- 
tor of the NHA, has indicated his 
position both in statements to the 
subcommittee and in public speeches. 
He estimates that during the first 
ten years after the war the country 
will need 12,600,000 dwellings; and 
this number does not include farm 
houses. One-third should carry rents 
at less than $30 a month, another 
third at rents from $30 to $50 a 
month; and another third at rents 
above $50. Or the buildings should 


carry cost prices in proportion tu 
these rentals. Mr. Blandford said the 
chief responsibility would rest upon 
private industry, labor and communi- 
ties. He added that he thought private 
industry could do a better job if it 
asked for co-ordinated governmental 
assistance. 

These questions will come before 
Congress before a great while. If 
“co-ordinated governmental assist- 
ance” is decided on as a public policy, 
then it'll be necessary to find out 
just what this rather generalized 
statement means. 

Incidentally, Mr. Blandford has an- 
nounced that the drive for larger 
production of war munitions is result- 
ing in the need for additional housing 
in more than 100 communities. 


Lumber Stocks 


One of the serious declines in lum- 
ber inventories has hit softwood ply- 
wood. In fact these particular reserves 
have gone down by some 60 percent 
in a little over a year. Inventories 
amount to about 30,000,000 square 
feet or a little more. This represents 
a 20-day supply, according to the 
Lumber Division officials. A 30-day 
inventory is generally considered the 
minimum for normal business opera- 
tions. 

This decline in reserve supplies is 
due of course to the steady and rapid 
increase in military requirements. It 
is- due also to the difficulty, even the 
impossibility, of stepping up produc- 
tion. Shortages of softwood plywood 
have forced the military men to in- 
crease the use of hardwood plywood. 

Receipts of pulpwood at U. S. mills, 
during 1944, ran eleven percent above 
receipts during 1943. Officials of the 
Lumber Division looked questioningly 
at these figures; wondered if they 
mean that logs going to pulp mills 
should go to sawmills. Impossible to 
get a clear answer. True enough, 
many farmers cut pulpwood at odd 
times and in off seasons; find it easier 
to market this odd-time production at 
the pulp mills. Possible, also, that the 
drive to cut larger trees has left more 
pulpwood tracts available. Domestic 
pulpwood production this year must 
reach 16,000,000 cords if military and 
essential civilian demands are to be 
met. Domestic production last year 
amounted to 14,818,900 cords. Special 
demands are for long-fiber stock; 
spruce, hemlock and fir. There was a 
heavy decline in production during De- 
cember, due largely to bad weather 
but also to uncertainty in the Selective 
Service situation. 

Most recent reports, which are not 
as recent as we could wish, indicate 
that softwood lumber stocks at mills 
and in concentration yards totaled 
2,720,924,000 feet. Hardwoods, 1,172,- 
358,000 feet. Both figures indicate a 
decline. Officials of the L&LP Division 
stated that these reserves are at such 
low levels it’ll be possible to withdraw 
only small amounts; despite the heavy 
demand. 
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CHAIN SAWS 


REG.U.S. PAT. OFF x IMMEDIATE DELIVERY ON MOST MODELS 
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ecial Easy starting, 2-cycle design gasoline engine has 
tock; Make fast. accurate, horizontal, vertical, or any stall proof clutch and handle throttle. Starts easily 
oy ‘ angle cuts in pine and hardwood. in all weather. Uses very little fuel. 


ather Cut trees close to the ground leaving shorter stumps Electric Chain Sharpeners are available. 
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4 times faster than a hand operated cross-cut saw. and adding more lumber per tree. 


Reduce felling and bucking costs 30%. Readily portable and easily handled on operations 
Inexperienced hands can fell trees with speed and with heavy undergrowth. 
direction, after a few instructions. 


> not Ask distributors below for MALL Chain Saws or write direct. Demonstrations can be arranged. 
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Finding Postwar Business 


A practical plan to aid building ma- 
terial dealers in locating postwar busi- 
ness now, thus building up a backlog 
of orders to be filled at a convenient 
postwar period, was conceived and 
formulated several months ago by the 
Producers’ Council, national organiza- 
tion of manufacturers of building ma- 
terials and equipment. 

The plan differs from general sur- 
veys of postwar business potentialities 
in that it lists actual jobs which will 
need to be done, providing a simple 
and effective method of locating post- 
war business and getting it on the 
books now, the Council states. The 
central feature of the plan, known as 
the “Jobpile Plan,” is a prospect rec- 
ord card which the contractor and 
dealer use in listing work to be done. 

An example of the successful use 
of such prospect cards, as given by 
the Council, is that of a large manu- 
facturer of plumbing products who 
has been promoting the Jobpile plan 
actively among dealers. This manu- 
facturer suggests that when the 
plumbing contractor or journeyman 
visits a home to make repairs, he note 
on the prospect card what plumbing 
fixtures will need replacement and 
what additional repairs should be 
made. It is also suggested that notes 
be made, from conversation with the 
customer, on additional plumbing 
work which the customer is planning. 

The Jobpile plan also provides for 
efficient follow-up by means of per- 
sonal calls or direct mail. 

The Council has no special interest 
in the Jobpile plan other than to offer 
it freely as a workable idea. The plan 
is being made available to all manu- 
facturers in the field, and dealers are 
urged to get in touch with their sup- 
pliers for full information. 


Handy Chart Figures 
Percentage Mark-Up 


A lot of dealers seem to think that 
if they pay $5 for an item and sell it 
for $10 they have made a profit of 100 
percent. But an engineer we know 
says that method of computing profits, 
although common, is decidedly wrong. 
Profits, he contends, should be based 
on the selling price and not on the 
cost. In other words, the item which 
cost $5 and sold for $10 yielded a 
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For dealers, line yard managers, salesmen and other 


employees in retail lumber and building materials stores 


profit of only 50 percent. Figuring 
that way it would obviously be impos- 
sible to make a profit of 100 percent 
in legitimate commerce. 

This might seem like too much em- 
phasis on words—when the actual dol- 
lars involved are the same regardless 
of whether you call it a 50 percent or 
a 100 percent profit. But our engineer 
friend doesn’t think so. He has sub- 
mitted the accompanying chart be- 
cause he thinks there’s some impor- 
tant psychology in this matter of fig- 
uring profits. 

The chart was designed to help in 
making mark-up computations and to 
serve as a reminder that a profit of 
100 percent is utterly impossible. This 
is the way the chart works: To deter- 
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mine the correct percentage of mark- 
up, find the cost in column A and the 
selling price in column B. Run a 
straight line through these two prices 
and the intersection with column C 
gives the percentage of mark-up, or, 
as it is sometimes called, the “gross 
profit.” Thus the upper dotted line 
drawn across the chart shows that if 
the cost is $5 and the selling price 
$10, the mark-up 50 percent. 

The lower dotted line shows that if 
the cost is $20 and the selling price 
$100, the mark-up is 80 percent. 

The range of the chart is great 
enough to take care of almost any 
problem. Thus if the cost is $50 and 
the selling price $500 it will be found 
that the percentage of mark-up is 90 
percent. 

Where the figures are higher than 
those shown in the chart it is merely 
necessary to add ciphers to the figures 
in column A and B and the chart will 
take care of nearly any amount. Thus 
if the cost is $500 instead of the $50 
mentioned in the last problem, and the 
selling price is $5000, the same line 
through the $50 in column A and the 
$500 in column B gives the answer as 
90 percent. Or, again, if the cost is 
$5000 and the selling price is $50,000 
the same line, again, gives the per- 
centage of mark-up as 90 percent. 

Use the chart a few times, experi- 
ment with it, get acquainted with it, 
and you won’t do without it in making 
future mark-up computations. At 
least that’s what our engineer friend 
claims. 


Weather-Tight Windows 
Will Be In Demand 


It is a good policy for any merchant 
engaged in selling to the public to 
keep in touch with public thinking. 
Trends in consumer opinion and prod- 
uct acceptance profoundly affect any 
industry. Advance information about 
those trends helps a dealer to select 
his line, shows him where to put em- 
phasis in his merchandising. 

For this reason many alert dealers 
follow results of the marketing and 
consumer surveys which are con- 
stantly being made. It is true that 
those surveys usually cover a much 
broader area than would be of value 
to most retailers, but frequently the 
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Laminated oak flooring. Utilizing clear wood on face, lower grades in 
core. Made at low cost on continuous gluing machines. Waterproof, 


heatproof, moldproof glue line. 


Laminated wood barrel stave. Molded to compound curve. Durable, 
splitproof. Withstands steam-cleaning, rough handling. Waterproof, 


heatproof, moldproof glue line. 


Plywood tube. Light, strong. Adaptable to masts, supporting members, 
containers, piping. Waterproof, heatproof, moldproof glue line. 


r YOU have always looked at wood as something that 
splits and warps—look again! 

Gluing “thin ones into thick ones” changes wood’s 
physical characteristics. The grain patterns of no two 
plies of wood are alike. When the plies are glue-lami- 
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nated, the grain crosses, and each ply holds its neighbor 
from splitting and warping. Each ply reinforces the other. 


Modern durable glues make such constructions prac- 
tical by holding the plies together with a permanent 
bond that withstands every hazard to which the con- 
struction may be subjected. 


If you have a problem in translating Ideas into Wood, 
call on us. Our direct experience with a large cross-section 
of America’s entire wood industry will be of help to you. 





CASEIN COMPANY OF AMERICA, pDept. at-2s 
Division of The Borden Company 

NEW YORK . 350 Madison Avenue, New York 17, N. Y. 

CHICAGO . . 315 North Clark Street, Chicago 10, Ill. 

SEATTLE .. 701 Myrtle Avenue, Seattle 8, Wash. 
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results can be applied to the immedi- 
ate trading region. 

One trend in consumer thinking, for 
example, has been accelerated by war- 
time fuel shortages; according to a 
recent survey by Ponderosa Pine 
Woodwork the public is more im- 
pressed than ever before with the im- 
portance of weather-tight construc- 
tion for windows. 

The survey reveals that wood is the 
number one choice for construction of 
weather-tight windows — a finding 
that is of special value to lumber 
dealers. Many reasons are given for 
this preference. One of those being 
nationally publicized by Ponderosa 


Pine is the fact that wood has natural 
insulating qualities. In addition, Pon- 
derosa is pointing out that recent 


developments in the treatment of 
wood have made it preferable to other 
materials because of the increasing 
weather-tightness and long life—and 
that such treatment does not in any 
way affect the natural beauties of wood 
or its finish. Stock windows of wood 
are preferred by many builders who 
say they are more economical, and are 
more capable of a precise fitting, since 
they can be purchased as integral 
units. 

Storm sash and weather stripping 
also appeal to the buyer who is econ- 
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Since 1921, PAMUDO has specialized in the distribution of Douglas Fir 
Plywood. The experience and knowledge acquired over the years is assur- 
ance of ability to render outstanding service. 
today, we desire to acquaint all buyers and users with PAMUDO'S nationwide 
organization—so that when Douglas Fir Plywood is available for civilian use, 
all may know about PAMUDO'S truck and L. C. L. service from its 6 Ware- 
house Branches and its Carload service direct from PAMUDO plywood mills. 


“Al LLWO RK DOORS, FRAMES, MOULDINGS, 
SASH, GLASS, CABINETS 
Beginning in 1912, PAMUDO has been one of the largest distributors of 
Millwork. Serving primarily war needs now, with only limited quantities avail- 
able for civilian use, with Peace PAMUDO'S Millwork service will be broad- 


ened out as in pre-war years. 
PAMUDO for your post-war stock-up needs. 


While war uses come first 


Plan to contact 





BALTIMORE 31, MD 
GARWOOD, N. J 


omy-wise. Tests show that fuel sav- 
ings affected by the use of these in- 
sulators will pay for their costs be- 
fore the second winter is half over. 
Permanent frames are important, too, 
since it is expensive and often imprac- 
tical to remove a frame from its orig- 
inal, precise fitting. 

Exterior doors, as well as windows, 
must be properly fitted and insulated. 
Storm doors will be used to give added 
protection from the elements, the sur- 
vey indicates, as will properly ma- 
chined stock wood doors and windows. 
Wood itself, Ponderosa is emphasiz- 
ing in national advertising and news 
stories, is a warm material and does 
not get cold enough in winter to cause 
condensation that can damage wall, 
curtains, and drapes. 





Booklets Promote Postwar 
Home Building Interest 


Stimulus to interest in postwar 
building of homes is being given in 
Los Angeles by the Security-First Na- 
tional Bank in quarter-page newspa- 
per display advertisements telling 
people about booklets and other lit- 
erature available. This suggests an 
approach which lumber dealers might 
use to stimulate interest in their own 
communities. 

One display advertisement run by 
the bank shows a happy family 
grouped around the father and says: 
“Here’s a postwar home already in 
the making.” 

Unique feature about the bank plan 
is that it not only is supplying pros- 
pective home builders with booklets 
issued by the bank, but is also mailing 
to them booklets supplied the bank 
by manufacturers and utilities. 

One handsomely illustrated booklet 
entitled “How to Landscape a Small 
Home” has already been published by 
the bank and sent to its list. Others 
are in preparation. Meantime, it has 
mailed a booklet entitled “Today Kit- 
chens Are Planned” issued by the Gas 
Industry of Southern California; 
“Electricity in Your Home Plans” put 
out by the Municipal Department of 
Water & Power; “Beautiful Homes” 
issued by Insulux Products Division, 
Owens-Illinois Glass Co., and a chil- 
dren’s book called “The Adventure of 
Terry in Termiteland,” a story in 
verse and prose with black and white 
illustrations ready for coloring. It is 
issued by Jewett, Inc., termite exter- 
minators. 

A covering letter addressed to 
“Dear Prospective Homebuilder” says 
in part: 

“We are happy to send you the en- 
closed booklets, which seem to us to 
contain valuable suggestions. Perhaps 
one of them will find a place in the 
homebuilding file which you are un- 
doubtedly accumulating. . . .” 

The letter goes on to explain that 
the bank does not sell or recommend 
materials or services—but will be 
ready wth attractive financing plans 
when the time comes. 
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UNAS iN: a market for signs and displays of 

= \ Douglas fir plywood! Alert mer- 

\ OY, CEN chants are planning to build more 

(ie Alo window and interior store displays 

of this light, strong, easy-to-work 

material. More and more sign shops 

have been using plywood for bulle- 

tins and all types of outdoor signs. 

It’s a growing market — a market 

that is easy to reach —a market 

that will provide a steady, regular 
source of volume. 

This interesting booklet will help 

SEND FOR YOUR you develop this important postwar 

sales potential. After reading it, 

COPY NOW... IT’S you'll be able to give your customers 

sign and display ideas that will build 
business for YOU. 








The increased capacity of the in- 
dustry will make more Douglas fir 
Plywood available for civilian con- 
sumption than ever before, as soon 
as the needs of the armed services 
lessen or war restrictions are lifted. 
There will be no reconversion de- 
lays; the same types and grades of 
Douglas fir plywood that are now 
being made can flow immediately 
into peacetime building and con- 


ponory . THESE “GRADE TRADE-MARKS” 
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Southern Pine Price 
Amendment 


Amdt. 7 to Second RMPR No. 19— 
Southern Pine Lumber—effective Jan. 
27, authorizes producers of Southern 
pine lumber to price all southern pine 
lumber except finish grades on the 
basis of the exact lengths shipped. 

This change in pricing, OPA said, 
will simplify the method of quoting, 
pricing, and invoicing shipments at a 
time when they are urgently needed 
in connection with the war effort. The 
action may bring an increase in f.o.b. 
prices for some types of shipments 
and a decrease in prices for others, 
but over-all the change is not expected 
to be significant. 


Increase Southern 
Hardwood Price 


General price increases at the mill 
level averaging $3 a thousand board 
feet on hardwood lumber produced in 
the southern region were authorized 
recently by the OPA. The increases, 
effective as of Feb. 9, are the mini- 
mum required by law to prevent 
financial loss, OPA said. The bulk of 
the hardwood lumber is needed for 
military use, especially for army 
trucks. 

Prices in general will rise 3 percent 
for grades of No. 2 common or lower, 
and 10 percent for grades of No. 1 
common or better. The action makes 
slight changes in the 1 inch, 1% inch, 
and 1% inch price differentials for 
plain sawed red oak in the No. 1 com- 
mon or better grades. 

No price increases are provided for 
any grade of plain sawn white or red 
oak of thicknesses heavier than two 
inches. 


Hardwood Plywood 
Price Amendment 


Amdt. 1 to MPR No. 568—Hard- 
wood Plywood—effective Feb. 6, au- 
thorizes jobbers, distributors, retailers 
and all other sellers of hardwood ply- 
wood except manufacturers to sell at 
their March 1942 prices any hardwood 
plywood they had on hand before Dec. 
6, 1944, which is not specifically priced 
by OPA. 

Such items include imported foreign 
woods and aircraft and other technical 
plywoods. 

On Dec. 6, 1944, OPA’s Maximum 
Price Regulation 568 for hardwood 
plywoods became effective, and while 
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it provided that manufacturers could 
apply to OPA for special prices for 
items not specifically priced, no pro- 
vision was made for the pricing of 
such items that had been acquired by 
distributors before the effective date. 

On such items purchased by dis- 
tributors after Dec. 6, 1944, OPA 
said, the distributor’s ceiling price is 
the manufacturer’s ceiling price plus 
the usual distributor additions. 

OPA also announced extension of 
coverage of its hardwood plywoods 
regulation to provide special pricing 
for a number of new plywoods being 
manufactured under joint Army-Navy 
specifications. 

In another change, the formula is 
revised for pricing panels with backs 
of a species or grade other than face, 
and other than reject. The revision 
eliminates an unintended inequity in 
the pricing of these backs when made 
of certain species, and allows a ceiling 
price in line with other plywood con- 
structions. 


Special Prices on 
Plastic-Faced Plywood 


Manufacturers of plastic-faced ply- 
wood that contains one or more lami- 
nations of softwood veneer have been 
authorized by the OPA to apply to the 
Lumber Branch in the national OPA 
office, Washington, for special prices 
on these plywoods. This is a new 
product, used so far chiefly for pack- 
aging airplane engines sold under 
government order. This plywood is 
said to have extraordinary durability. 
Amdt. 4 to Second RMPR No. 13— 
Douglas Fir Plywood—effective Feb. 
12. 


Amend Lumber Control to 
Aid Small Mills 


To aid small sawmills, if they are 
able to demonstrate special hardship, 
the War Production Board announced 
Jan. 27 that it has granted its field 
offices permission to authorize deliv- 
ery of small amounts of lumber with- 
out certification. 

Recent amendments to lumber or- 
der L-335 and to its Directions 2a and 
6 establish this procedure for limited 
quantities of western pine and No. 1 
common and better grades of white 
oak, red oak, birch, beech, pecan, rock 
elm, hard maple, and tough white ash. 
Order amendments permit the release 
of such lumber, upon specific WPB au- 





thority, on uncertified orders in cases 
of unusual hardship, if delivery does 
not interfere with the filling of certi- 
fied orders. 

In requesting permission to deliver 
the restricted lumber on uncertified 
orders, a producer must apply by let- 
ter to the WPB field office for the dis- 
trict in which his mill is located, ex- 
cept that producers in the Western 
States must send their requests to the 
Western Administrator of Order L-335 
in Portland. 


Interior and Exterior Paint 
May Be Re-Allocated 


Paint producers have been told it 
may become necessary for them to re- 
allocate the percentages of the output 
as between interior and _ exterior 
paints. At present exterior paints are 
considered as the more essential; but 
admittedly they are less profitable. 
Supplies of lead, linseed oil and rosin 
are limited. Manufacturers are said to 
be seeking new paint formulas. 


Some Gypsum Producers May 
Add Transportation Charges 


Producers in eight specified States 
—Indiana, Iowa, Michigan, Ohio, New 
York, Massachusetts, Pennsylvania 
and Virginia—may add actual trans- 
portation charges to their f.o.b. plant 
ceiling prices for gypsum wallboard, 
lath, sheathing and laminated gypsum 
products sold to government agencies 
and delivered to eastern ports for ex- 
port. Amdt. 70, Order A-1 under MPR 
188. 


May Apply for Adjustment of 
Western Red Cedar Ceilings 


OPA has announced that producers 
of western red cedar lumber may ap- 
ply for adjustment of selling prices 
if existing ceilings are causing them 
substantial hardship and are imped- 
ing red cedar production. Applica- 
tions must be filed with the Lumber 
Branch, OPA national office, in Wash- 
ington 25. Applicants must submit 
profit and loss statements for the 
years 1936-1939, for the calendar year 
or fiscal year preceding the filing of 
the application, and for the latest 
quarter of the last calendar or fiscal 
year. ‘They must also file western red 
cedar lumber operating cost state- 
ments and production data for the lat- 





February 17, 1945, AMERICAN LUMBERMAN 





Ther 
9/1 
sma 
whe 





—_ 


it 
yr 
re 
it 


in 
to 



















DRAFTS 
NOISES 
DUST 
INSECTS 
SAVE FUEL! 

















ping for Drafty Doors” 





OUTSIDE VIEW INSIDE VIEW 
Thermal-Guards are made of Simple! Foolproof! No levers. 
9/16” Idaho White Pine. A No coil springs. No cams. 
smart finish for any door No Felt to wear. Never wears 
when stained or painted. out. Never needs attention. 








FOR UNIVERSAL USE ON 


BEDROOM, BATHROOM, CLOSET, 
CELLAR, PANTRY <: INSIDE DOOR 


and on VESTIBULE—STORM—SCREEN 
* OR ANY OUTSIDE DOOR. * 


Automatically closes any gap up to ONE INCH— 
even on warped or poorly cut doors or on slanting 
floors. Attached in a jiffy—no metal to cut. 
Three standard sizes fit all doors from 25” to 
37". Thoroughly tested and proven by over a 
million uses- in residential, institutional commer- 
Thm: apartment, hotel and government ccna 


(~ 











Established Retail Price $1.49 and $1.69 


Attractive Counter Demonstrator Available 
Packed 20 assorted to a carton with free sales helps. 


IMMEDIATE DELIVERY 


Through the following Lumber Supply Jobbers: 


DEALERS WAREHOUSE SUPPLY CO.............. Baltimore, Md. 
ROGERTS SASH @ DOOR CO... woes ced cc dsanece Chicago, Ill. 
J. R. QUIGLEY CO..........................-Gloucester, N. J. 
IRON CITY SASH & DOOR CO.................. Pittsburgh, Pa. 
EER UME WHE. CO oon. g on 5 ooo vv kwdecccacnce Roselle, N. J. 
JOHNSON & WIMSATT, INC................ Washington, D. C. 


and through Hardware and Housefurnishing jobbers throughout 
the country. 










ATTENTION 
JOBBERS: 


Some excellent 
territory still 
Open! Address 


STOPS DRAFTS % . | SAVES FUEL ‘ 


YOO TLA 


THERMAL CO, TVindel P tala 
45 W. Durham St. 


Phila, 19, Penna, | DOOR BOTTOM 
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Wolmanized Lumber* is a building 
material that has a positive answer to 
the service-life question. It's alloyed for 
protection against rot and termites. 


Hesse Treiiled, CERTAINLY 


The Wolman Salts* preservative is deep 
in the wood, not just on the surface. 
Only pressure treatment in closed steel 
retorts can drive it there. 


AND THE USUAL ADVANTAGES 


OF BUILDING WITH Whe bod 


Build with Wolmanized Lumber and get 
all of wood’s advantages: lightness, 
strength, resilience, insulating value, 
paintability—plus endurance that in- 
sures your investment. 







Flameproofing 


1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 









































The Western 
Lumber Wholesaler 


Will Take Care of 
Your War Needs 
If He Can 











The Western Wholesaler can’t per- 
form any miracles in obtaining 
lumber where it isn’t available, 
but he’s in hourly touch with the 
mills and if the stock you require 
can be supplied on your rating, he 
will do his best to get it for you. 


The Western Wholesalers below 
are bending every effort to meet 
war needs now — and when peace 
comes they will be back with bet- 
ter-than-ever service on all West- 
ern woods. 





WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - = WASHINGTON 





J es ily Be. 
PY RCI $M s 


564 Market St., Sen Wentdiees 4, Calif. 
DUNCAN LUMBER COMPANY, INC. 


Speelaliste in Heavy Douglas Fir Clear Cante 
SEATTLE, WASH. 


MAUK SEATTLE LUMBER COMPANY 











(Sawmill: Pine 


CARL SODERBERG = Saymill: Pim 
LUMBER COMPANY "™i2cville. Ore. 


Manufacturers and Wholesalers Weshington 
Morrill & Sturgeon 


The Mark of Quality 
Lumber Co. aime i 
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est calendar or fiscal year and a quar- 
ter. This is Amdt. 2 to MPR 402, ef- 
fective Feb. 10. 


Northeastern Retailers Hold 
Fourth War Conference 


The fourth war conference and 5lst 
annual meeting of the Northeastern 
Retail Lumbermen’s Assn. was held at 
Hotel Pennsylvania, New York City, 
on Jan. 22-23-24 and was attended 
by more than 600 dealers, who listened 
to J. Philip Boyd, director of the 
Lumber and Lumber Products Divi- 
sion of the War Production Board, 
answer their “gripes”. He told the 
dealers no foreign requirements “other 
than our own military” have had any 
bearing on any recent restrictive ac- 
tions taken by WPB on lumber con- 
trols, but said that the situation is 
now getting tough. More than 2,000 
persons attended the meeting. 

The war conference was devoted in 
large part to problems of the lumber 
industry in connection with furnishing 
critical materials for war production. 
The sessions were presided over by 
Stanley M. Cox, of Amityville, Long 
Island, president of the Northeastern 
retailers. 

The closing luncheon was attended 
by approximately 1000 lumbermen, 
who heard Beardsley Ruml, chairman 
of the Federal Reserve Bank of New 
York and treasurer of R. H. Macy & 
Co., New York City, give his ideas on 
how a prosperous and durable peace 
can be maintained. Mr. Ruml is also 
chairman of the business committee 
on the national policy of the National 
Planning Assn. and a member of the 
research committee of the Committee 
for Economic Development. 

Men prominent in the lumber indus- 
try who addressed the meeting were 
S. R. Black, vice president of Weyer- 
haeuser Sales Co., St. Paul, Minn., on 
the availability of lumber; Norman P. 
Mason, North Chelmsford, Mass., vice 
president of the National Retail Lum- 
ber Dealers’ Assn., on “What Price 
Control Means to the Retail Dealer”. 
Roy Wenzlick, president Roy Wenz- 
lick & Co., St. Louis, Mo., analyzed 
various current factors influencing the 
building materals industry and told 
what may be expected in the near fu- 
ture; and Frederick A. Babcock, for- 
merly assistant administrator of FHA 
in charge of underwriting, discussed 
“How Shall Home Building Be Fi- 
nanced When Victory is Won.” Har- 
vey Wiley Corbett, New York archi- 
tect, discussed “Prefabrication Trends 
and Effects on Retail Dealers.” 

Lt. Col. Timothy A. McInery, who 
served on the staff of Gen. Eisenhower 
in France, was a speaker at the clos- 
ing luncheon. 

Kuno B. Schotte, Grieme Lumber & 
Supply Co., Amsterdam, N. Y., was 
elected president of the Northeastern 
retailers for 1945. Vice presidents 
were chosen as follows: first—Ralph 
E. Jordan, J. W. White Co., Lewiston, 
Maine; second—Frank W. Whitty, 
Blacker & Shepard Co., Boston, Mass.; 
third—Chester T. Hubbell, C. T. Hub- 


bell & Co., Albany, N. Y.; fourth— 
Willard F. Terrell, Meriden Lumber 
Co., Meriden, Conn. Oliver J. Veling, 
Dohn, Fischer & Co., Buffalo, N. Y., 
was re-elected treasurer. 


Western Pennsylvanians 
Elect Officers 


The annual meeting of the Lumber 
Dealers Assn. of Western Pennsyl- 
vania was held in Pittsburgh on Feb. 
7. The meeting, originally scheduled 
in connection with the annual war con- 
ference, which was cancelled, was at- 
tended by about 25 dealers, who were 
joined later in the day by 15 local 
lumber wholesalers. 

Part of the business at the morning 
session consisted of electing the fol- 
lowing officers for the coming year: 
President, J. O. MacLean, Keystone 
Lumber Co., Pittsburgh; first vice 
president, J. H. Hankins, Hankins- 
Paulson Lumber Co., Uniontown; sec- 
ond vice president, M. R. Fetterholf, 
Thomas-Kinzey Lumber Co., Johns- 
town; secretary, R. F. McCrea. 

After lunch, the afternoon session 
was addressed by E. G. Gavin, editor, 
AMERICAN LUMBERMAN, Chicago, 
and J. O. MacLean, the new president. 


Ohio Meeting Closes 
Convention Season 


One of the last conventions to be 
held in the Nation, the 64th annual 
meeting of the Ohio Assn. of Retail 
Lumber Dealers was squeezed in under 
the wire before the government regu- 
lation banning conventions became 
effective. An interpretation from 
Washington assured members that the 
government ban would not apply to 
this gathering, so the meeting was 
held as scheduled on Jan. 31, Feb. 1 
and 2, in the Deshler-Wallick Hotel at 
Columbus. More than 2,500 persons 
attended. 

It was an outstanding meeting—and 
would have been so even without the 
unique distinction of officially closing 
the wartime convention circuit. The 
dealer-members were presented an ex- 
ceptionally well-balanced program 
from which they gleaned a harvest of 
practical information for the operation 
of their businesses. 

Among the many speakers were the 
following: Victor O. Johnson, pres!- 
dent of the association; Wm. S. Miller, 
advertising manager, General Fire- 
proofing Co.; S. R. Black, vice-presi- 
dent, Weyerhaeuser Sales Co.; C. C 
Sheppard, chairman, Southern Pine 
War Committee; Forrest L. Steinman, 
Steinman Bros. Lumber Co.; David 
Livingston, Iowa farmer;, Carl Boes- 
ter, housing research executive of 
Purdue University; S. Lamar Forrest, 
president, National Retail Lumber 
Dealers Assn.; John Dillon, teacher- 
trainer, University of Indiana; Dr. 
Merryle Stanley Rukeyser, economist; 
Clayton Rand, editor and humorist; 
Dr. George S. Benson, president, 
Harding College, and Upton Close; 
news commentator. ’ 

In speaking on “Personnel Selection 
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and Training,” John Dillon called to 
the platform a panel composed of the 
following dealers: John Suelzer, Jr., 
Fort Wayne Builders Supply Co., Fort 
Wayne, Ind.; D. B. Beaumont, Euclid 
Ave. Lumber Co., Cleveland; Paul V. 
DeVille, The Bartlett Lumber Co., 
Canton, Ohio. 

Registrants at the convention were 
pleased with the well-rounded pro- 
gram and the excellent entertainment 
provided in the evenings. 

The following officers were elected 
for 1945: President—Paul V. DeVille, 
Canton; first vice-president—Harold 
A. Rosser, Arcanum; second vice-pres- 
ident—Floyd S. Pendleton, McComb. 
Findley M. Torrence, Xenia, continues 
as secretary. 

An interesting sidelight which oc- 
curred just prior to the convention 
resulted in considerable publicity and 
plunged the Ohio association into na- 
tional prominence. Attorney General 
Francis J. Biddle, originally scheduled 


ito appear on the program, cancelled 


his engagement upon learning that 
Upton Close would also speak. De- 
spite Mr. Torrence’s offer to schedule 
the speakers on different days, Mr. 
Biddle refused to reconsider. 


Mountain States Dealers 
Re-elect Officers 


In his annual report to the member- 
ship, titled “Our Association in Ac- 
tion,” President M. D. Bradfield of the 
Mountain States Lumber Dealers’ 
Assn. said that during 1944 the asso- 
tiation rendered more services and to 
agreater number than at any time in 
its 52 years of existence. He gave a 
résumé of the many activities of the 
group. 

At a directors’ meeting on Feb. 5, it 
was decided to make no change in 
directors or officers for the coming 
year. The officers to be continued are: 
President—M. D. Bradfield, Boulder, 
Colo.; vice president—C. A. Black, 
Cheyenne, Wyo.; secretary-treasurer 
—Joseph V. Smith, Denver, Colo. 


Western Retailers of Canada 
Confer on Industry Problems 


The Western Retail Lumbermen’s 
Assn. of Canada held its 54th annual 
heeting at the Fort Garry Hotel, 
Winnipeg, Man., on Jan. 25-26. The 
essions were devoted almost entirely 
) the problems of its members, chief 
if which was the shortage of supplies, 
* the election of officers and direc- 

rs, 

Officers who will serve for 1945 are: 
President—E. W. Stacey, Beaver (Al- 
terta) Lumber Ltd., Edmonton, Alta.; 
‘ee president—Charles McDiarmid, 
McDiarmid Bros. Ltd. Winnipeg, 

a.; secretary-treasurer — W. Y. 
‘tachan, Winnipeg, Man. 


Carolina Retailers’ 

lirectors Meet 

Directors of the Carolina Lumber & 
building Supply Assn. met at Hotel 
tharlotte, Charlotte, N. C., Feb. 8 to 
tap out program plans for the new 
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Ford-V-Neer is made in panels 44’’x14’’x 
14” with ship-lap edges on four sides — 
can easily be cut to fit around windows 
and gables. The rigid strength and per- 
fect match built into the Ford-V-Neer 
panel aids materially in handling by the 
applicator, and speeds the work on the job. 
Ford dealers can supply Ford-V-Neer with- 
out restrictions for the immediate modern- 
ization and weatherproofing of buildings. 


Weatherometer Tested 


Ford roofing products are 
Weatherometer tested. 
Years of actual weather- 
ing reduced to a few 
days’ testing in the 
Weatherometer guaran- 
tees the durability and 
long life of Ford roof- 
ing and siding. 
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Recent emphasis on the insulation 
of buildings by Federal agencies 
to conserve fuel has created a 
very heavy demand for Ford-V- 
Neer. The excellent working 
qualities of Ford-V-Neer makes 
it a favorite with all applicators 
and we have had some difficulty 
in meeting the enormous demand 
of our dealers for stocks of this 
popular siding. We are making 
every effort to fill orders as 
promptly as possible, but we 
urge all our dealers to place or- 
ders well in advance of antici- 
pated needs. 








year, it was announced by E. M. 
Garner, secretary of the organization. 

The association has several major 
activities, including the stimulation of 
lumber production, the development of 
a personnel training program, the 
reorientation of young men who are 
returning to the industry from service 
in the armed forces, and continued 
cooperation with the government in 
every effort designed to win the war. 


Western Pine Directors Meet 
Bowing to ODT regulations the 
1945 annual of the Western Pine As- 
sociation was confined to meetings of 
the board of directors, the executive 
committee and the research commit- 


tee. Meetings were held in Portland, 
Ore., Feb. 8 and 9. A. J. Voye, presi- 
dent of the association presided. 

With the election of officers (the 
closing piece of business) August J. 
Stange, president of Mt. Emily Lum- 
ber Co., LaGrande, Ore. stepped in as 
chief executive of the association. 
New vice presidents are R. A. Colgan, 
Diamond Match Co., Chico, Cal. and 
Homer B. Jamison, Byles-Jamison 
Lumber Co., Fresno, Cal. A. C. Light- 
hall, Oregon Lumber Co., Baker, Ore. 
was re-elected treasurer. 

The directors meeting opened with 
Mr. Voye’s presidential review of the 
last six months, touching upon the 
OPA situation, and the probability of 










HIRE 1 MAN 
AND BUY THE OTHER 3 


Right now, in the woods near you, 
the Lowther C-Saw is felling, 


bucking and clearing — multiply- 






ing some crew’s output by three. 
This means lower production 


costs! And that’s not all; men like 










HARRY A. LOWTHER COMPANY, 141 W. JACKSON BLVD., CHICAGO 4, ILLINOIS 


to use the Lowther C-Saw. It gets 
men working and keeps them on 
the job! 

Put a Lowther C-Saw with one 
of your crews and watch 1 man 
do the work of 3! 


Send me circular 70 that shows me how to triple my output. 
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continued rigid WPB controls. He 
spoke of veteran re-employment prob- 
lems; of the solvent seasoning pilot 
plant at Bend, Ore.; of a supplement 
to grading rules which include lodge 
pole pine, and working stresses for 
larch and Douglas fir. 

In succession the treasurer’s report 
and a survey of association member- 
ship by Secretary S. V. Fullaway Jr. 
were presented. W. E. Griffee deliv- 
ered his 1945 version of “The Industry 
Outlook.” Committee reports fol- 
lowed including executive, promotion 
and research committees. 

The group gave careful attention to 
the program of promotion suggested 
earlier this year by the National Re- 
tail Lumber Dealers’ Association. 
Copies of an address on the subject 
by Leonard Lampert were mailed to 
the directors before the meeting and 
the general discussion during the 
meeting culminated in the adoption of 
a resolution not only endorsing these 
suggestions but pledging continued in- 
terest in retail problems and support 
of promotion and research efforts of 
its own and of the National Lumber 
Manufacturers Association. 


Lake States Producers Discuss 
Production Prospects 

Called into session to confer with 
officials of the Army, Navy, and War 
Production Board on production pros- 


* pects, the Northern Hemlock & Hard- 


wood Manufacturers’ Assn. held its 
annual meeting on Jan. 31 at the 
Plankinton Hotel in Milwaukee, Wis. 

John D. Winton, assistant director 
of WPB’s Lumber and Lumber Prod- 
ucts Division, said the national lumber 
picture is the darkest it has been at 
any time during the war, but con- 
gratulated the association on the 1944 
production record of its members, who 
produced 30 percent more lumber than 
in 1943, while other important lumber 
producing areas showed declines. 

Other speakers included Major D. 
Racoosin, stating the needs of the 
truck and cargo body program; L. C. 
Bonner, Detroit Ordnance District, 
who appeared on behalf of M. W. 
Stark and praised the Lake States op- 
erators for their co-operation and 
production efforts; Lt. John Fobes, 
U. S. Navy, Lumber Procurement, 
Lexington, Ky., who re-emphasized 
the truck body requirements; and 
Comdr. Walter W. Kellogg, chief, 
Navy Lumber Procuring Unit, who de- 
clared the shortage of lumber now is 
reflected in lives of our fighting men 
and virtually all northern production 
during 1945 will be routed directly 
into war uses. 

President Walter T. Gorman opened 
the discussion of production prospects 
with an outline of the present major 
tribulations of Northern operators— 
first, manpower shortages; second, un- 
favorable weather; and, third, lack of 
flat cars which interferes with trans- 
portation of logs to the sawmills. 

The car supply situation was dealt 
with by J. D. Mylrea. O. S. Hall- 
berg, superintendent of transportation, 
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Kiln-Dried 


DOUGLAS FIR 





For Tomorrow’s 
New Homes 


A pioneer in kiln drying common grades of 
Douglas Fir green from the saw, Oregon- 
American will not require you to wait until 


stock can be air dried. 


The hour peace is declared Oregon-American 
will be ready to resume immediate shipments 
to retail and wholesale lumber dealers who 


have always been our primary customers. 


We assure all customers the same reliable qual- 
ity, same dependable manufacture and satis- 


faction as before Pearl Harbor. 


Plan to restock your yard with—O-A—Kiln Dried 
Douglas Fir. 


OREGON-AMERICAN 
LUMBER CORP. 


Vernonia, Oregon 


Old Growth Douglas Fir at Its Best 
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C&NW Railway Co., while offering 
little encouragement, promised full 
co-operation with respect to the flat 
car supply. 

Other speakers included Harold S. 
Crosby, of the association staff, 
Charles Burton and Abbott Fox on 
manpower; H. G. Collingwood, NLMA 
chief forester, on timber legislation; 
Secretary O. T. Swan on association 
business. F. M. Ducker and K. A. 
Schmidt were also on the program. 

All officers were unanimously re- 
elected, as follows: President—W. T. 
Gorman, Lake Superior Lumber Corp., 
Ontonagon, Mich.; vice president—H. 
W. Johannes, Rib Lake Lumber Co., 
Rib Lake, Wis.; treasurer—W. W. 
Gamble, Yawkey-Bissell Lumber Co., 
White Lake, Wis.; secretary—O. T. 
Swan, Oshkosh, Wis. 

Earl W. Tinker, secretary American 
Pulp & Paper Assn., closed the meet- 
ing with a plea for a united front 
from the forest industries in express- 
ing their needs, aims, and desires to 
Congress and to the public. 


Carolina Salesmen Elect 


George F. Brown, Charlotte, N. C., 
district representative of the Barrett 
division of the Allied Chemical Dye 
Corp., has been named head of the 
Carolina Lumber & Material Sales- 
men’s Assn. 

George W. French, Ford Roofing 
Products Co., Charlotte, N. C., has 





Douglas Fir 


Timbers, Dimension 
and Boards. 
Sawmill Capacity 
200,000 ft. per day. 


L. H. L. Lumber Co. 
CARLTON, ORE. 
E. J. Linke Guy Haynes 
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been re-elected secretary and treas- 
urer. Other officers are: Vice presi- 
dents—Arthur Ramseur, Greenville, 
S. C., and Alex McMillan, Charlotte. 


Cancels Regular Meeting 


Northeastern Wood Utilization 
Council has cancelled its regular quar- 
terly meeting scheduled for March. In 
addition to the regular research proj- 
ects, the main topic scheduled for dis- 
cussion was “Essential and Volatile 
Oils from Northeastern Woods.” The 
United States now imports many oils 
and tanning materials which could be 
made from local woods. 

In view of the cancellation of the 
meeting, interested parties may get in 
touch with the Secretary of the Coun- 
cil, Edgar L. Heermance, P. O. Box 
1577, New Haven 6, Conn. 


Mahogany Association 
Holds Annual 


The members and directors of the 
Mahogany Association, Inc., met at 
the Raleigh Hotel in Washington, 
D. C., on Feb. 6 for their 25th annual 
meeting and elected Stewart Smythe, 
Sr., Stewart Smythe Mahogany Co., 
Philadelphia, Pa., president to succeed 
B. O. Gerrish, Palmer & Parker Co., 
Boston, Mass., who retired after serv- 
ing three successive terms as presi- 
dent. H. M. Weis, Weis-Fricker Ma- 
hogany Co., Pensacola, Fla., was re- 
elected vice president, and Walter R. 
Jones, The Mengel Co., Louisville, 
Ky., and George N. Lamb, Chicago, 
were re-elected treasurer and secre- 
tary, respectively. 

The members reported a continuing 
strong demand for mahogany for air- 
craft and fast naval craft, such as 
PT boats. 

A committee was appointed to con- 
sider postwar problems and to extend 
the activities of the association in 
trade promotion and _ advertising, 
when, in its opinion, it is desirable 
to do so. 

The main office of the association is 
in Chicago, but it also has a “dura- 
tion” office in Washington, D. C. 


Truck Loggers Review Progress 


O. Buck, Nanaimo, head of several 
logging operations on Vancouver 
Island, was elected president of the 
Truck Loggers’ Assn. at its annual 
convention in Vancouver, B. C., Jan. 
18, 19 and 20. He succeeds H. J. 
Welch, Olympic Logging Co., Quali- 
cum Beach. A. P. Allison, Allison 
Logging Co., Vancouver, was elected 
vice president. 

In his presidential report, Mr. 
Welch stated in 1942 when the first 
meeting was held there were 18 log- 
gers present with a combined produc- 
tion of 45 million board feet. In 1943 
when the association was incorporated, 
it had 37 members with production 
exceeding 100 million board feet. At 
the start of this year’s convention it 
had 138 members with over 400 mil- 
lion production, and applications for 
membership from other firms which 


would bring total production to over 
500 million. 

F. H. Adames, Nanaimo, has been 
secretary of the organization since its 
inception and will continue in that 
office. 

This year the first day of the con- 
vention was devoted to operations and 
the second day to safety. 

The attendance at the convention, 
including allied trades, was around 
200, with almost 500 attending a com- 
plimentary dinner. 


Cypress Manufacturers 
Plan Ahead 


J. A. Prestridge, secretary of the 
Southern Cypress Manufacturers’ 
Assn., Jacksonville, Fla., has an- 
nounced that the organization will 
start immediately laying its postwar 
plans, although all cypress now being 
produced is going into the war effort. 
Postwar planning of the group in- 
cludes an increase in association per- 
sonnel, in order that the organization 
may carry on trade promotion work 
as it did prior to the war. 


Hickory Supply Scarce 


Difficulty in obtaining sufficient 
quantities of logs and lumber to meet 
requirements for hickory blank dimen- 
sion was reported by members of the 
newly-formed Hickory Blank Dimen- 
sion Manufacturers Industry Advisory 
Committee at their recent meeting, 
the War Production Board reported 
Feb. 3. 

The committee recommended that 
WPB lumber specialties work with 
owners of standing timber and with 
sawmill operators to make available 
to dimension manufacturers such logs 
and lumber as are of suitable quality 
for hickory dimension blanks. Log in- 
ventories are low, ranging from two 
to three weeks’ supply at most, they 
said. 

Picker sticks, made from hickory 


. dimension and regarded as essential 


equipment in the manufacture of tex- 
tiles, are urgently needed, WPB offi- 
cials said. Others are handles for 
tools, agricultural implement parts, 
and shunt poles, used for coupling and 
uncoupling cars on British railroads. 
Approximately 250,000 shunt poles 
per year are now being exported. 


Builds Experimental Plant 


Weyerhaeuser Timber Co. an- 
nounced Feb. 1 that it has started 
construction at Longview, Wash., of 
an experimental plant to be operated 
by its Longview lumber division and 
the development department. Purpose 
of the addition is the production of 
special grades of lumber and other 
forest products from defective logs. 
WPB has granted priorities for the 
project, which, it is estimated, will 
cost approximately $160,000. C. T. 
Heritage is technical director of the 
development department. 
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Appointed Sales Manager 
The Wickwire Spencer Steel Co., 
New York City on Feb. 1 announced 
the appointment of A. S. Rairden as 
sales manager of the wire rope divi- 
sion. 

Mr. Rairden is an outstanding au- 
thority on wire rope manufacturing 
and application techniques and is the 
author of many articles and scientific 
treatises on wire rope application. 


Joins Engineering Staff 

Robert L. Fletcher, recently re- 
turned from five years overseas as a 
civilian engineer with the Army Engi- 
neers, has been appointed to the en- 
gineering staff of Timber Engineering 
Co., Washington, D. C. In his over- 
seas work, Mr. Fletcher supervised the 
construction of large hangars and 
other buildings related to air opera- 
tions, in which the framing was 
jointed by Teco Timber Connectors. 


Personnel Promotions 


Skilsaw, Inc., Chicago, manufac- 
turer of portable electric tools, has 
promoted E. J. Kelley to vice presi- 
dent in charge of engineering and 
named J. L. McManus secretary of the 
company. E. B. McConville, treasurer, 
has been elected a director. 


New Conservation Manager 

Henry J. Malsberger, State director 
of Forests and Parks, since July, 1940, 
resigned Jan. 29, effective March 1, to 
become manager of the Southern Pulp- 
wood Conservation Assn., with head- 
quarters in Atlanta, Ga. C. H. Coul- 
ter, assistant State forester in charge 
of applied forestry, was named to suc- 
ceed Mr. Malsberger. 


Reorganize 


Spencer-Sauer Lumber Co., San An- 
tonio, Texas, has been succeeded by 
the Spencer Lumber Company, with 
Tom Spencer, Sr., veteran lumberman 
of Houston, serving as president; Tom 
Spencer, Jr., as vice-president and 
general manager; Charles W. Spen- 
cer, a second lieutenant serving with 
the armed forces in Europe as secre- 
tary-treasurer; and L. C. Sadler as 
assistant secretary. A modern, up-to- 
date lumber yard will be installed at 
a different location as soon as the 


government gives its permission. to. 


tuild. 

Tom Spencer, Jr., is president of 
the San Antonio Lumbermen’s Asso- 
ciation, and is active in other civic 
affairs as well. 


Acquires Controlling Insterest 
Pacific Car & Foundry Co., builders 
and manufacturers in normal times of 
standard railway and logging cars, 
Carco log yarders, winches, and other 
logging equipment, with main plant 
at Renton, Wash., a structural steel 
plant in Seattle, and a truck assembly 
plant at Billings, Mont. has ac- 
quired controlling interest in the Ken- 
worth Motor Truck Corp. of Seattle. 
Paul Pigott, president of Pacific Car 
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MECHANICAL MIND 


Here is a Fridén Fully. Automatic Calculator with its 
streamlined covers removed....a figuring instrument 
comprised of thousands of parts of infinite precision 
which work together in perfect coordination to produce 
answers of absolute accuracy. 
This Fridén conceived and built mechanical mind reduces 
multiplication, division, addition and subtraction to its 
simplest form. Merely set in the factors and touch the 
proper key... for with a Fridén the calculator and not the 
operator does the work. 
Why not put this tireless and unfailing mechanical mind 
to work on your figure production? Contact your local 
Fridén Representative, or write to the Home Office in San 
Leandro, California, for complete information regarding 
these calculators which are available when applications 


for delivery have been approved by the W. P.B. 


Fridén Mechanical and Instructional Service is available in a ly 
250 Company Controlled Sales Agencies wat i the U. S. and Canada. 


FRIDEN CALCULATING MACHINE CO.,INC. 


HOME OFFICE AND PLANT + SAN LEANDRO, CALIFORNIA, U.S. A. « SALES AND SERVICE THROUGHOUT THE WORLD 




















& Foundry Co., is the new president president; Fred J. Schuetter, second 
of Kenworth Motor Truck Corp.; John vice president; Francis L. Seibert, 
Holmstrom is the new vice president secretary, and Arnold F. Habig, 
and general manager. No changes’ treasurer. Louis J. and Clem E. Eck- 
are planned for the duration in the _ stein, brothers, will continue to serve 
operation of the Kenworth Motor the new firm for at least a year. 


Truck Corp., both companies continu- ‘ 
ing to devote their efforts exclusively Woodworking Plant Sold 















to their respective war orders. A large post-war woodworking 
plant is expected to be opened in 
Company Incorporates Nashua, N. H., with the sale of the 


entire Gardiner Beardsell Co. shops 

The assets of Joseph L. Eckstein now owned by the Johnson Barker 

& Sons, Jasper, Ind., have been sold Co., to the Commonwealth Realty Co. 

to Joseph L. Eckstein & Sons, Inc. of Gardner, Mass. The latter com- 

a newly formed corporation, of which pany now operates furniture factories 

C. O. Gramelspacher is president; in Gardner, Leominster and Clinton, 
H. C. “Tony” Anschutz, first vice Mass. 
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in stock or special millwork. Our years 
of experience in the production of qual- 
ity Ponderosa and Idaho White Pine 


products insure satisfaction. 


Shall be pleased to quote on stock items 
or have you submit details and specifica- 


tions for special designs for figuring. 


Spokane Pine Products Co. 
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Spokane, Wash. 
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In New Offices 


Consolidated Red Cedar Shingle 
Assn. of British Columbia and Red 
Cedar Shingle Bureau, British Co- 
lumbia Division, are located at 509 
Metropolitan Building, 837 West 
Hastings St., Vancouver, B. C., since 
Jan. 20. 


Business Change 

The C. J. Tagliabue Mfg. Co., 
pioneer in the manufacture of indus- 
trial control and laboratory instru- 
ments, has sold its assets, including 
goodwill, name and patents, to the 
Portable Products Corp. of Pittsburgh, 
Pa. The business will be operated as 
a separate division of the Portable 
Products Corp., which has manufac- 
turing plants in Newburgh, N. Y., 
Philadelphia and Pittsburgh, Pa. 

The progressive research and de- 
velopment policies in electronic and 
mechanical instrumentation which for 
many years have characterized the 
Tagliabue organization will be con- 
tinued vigorously under the local man- 
agement and personnel that has made 
TAG an outstanding name in industry. 


Forester Establishes 
Own Office 

W. W. “Mike” Grogan, formerly of 
the forestry staff of Weyerhaeuser 
Timber Co. and for many years in 
cherge of that company’s planting and 
reforestation activities in eastern 
Grays Harbor County, Wash., has es- 
tablished offices at 1003 Washington 
Bldg., Tacoma, as a practicing for- 
ester to serve timber and logging con- 
cerns. 


New Office 








Sequoia Mill & Lumber Co., manu- dis 
facturer and wholesaler operating me 
a Redwood mill at Cummings, Calif., Ne 
has opened an office in the Hobart “ 
building at San Francisco, Calif. Fo 
Partners in the firm are G. G. Pearce co 
and Sam MeMillian. The company is tic 
building a remanufacturing plant at U1 
Santa Rosa, Calif. int 
Changes in Company Names TI 

R. I. Builders Supply Co., Cran- co 
ston, R. I., changed its name to Pio- . 
neer Lumber Co., effective Jan. 1. In- - 
volves no change in policy, financial Pl 
structure, or officers. cu 

Effective Jan. 18, the name of The lit 
Wilkinson Co., Inc., Indianapolis, Ind., be 
has been changed to Midland Building W 
Industries, Inc. Charles: L. Schaab, 
sales manager, says there is no 
change in ownership, management, 2; 
physical properties, or policy, and the 
company will continue to sell to the 
same trade as heretofore. 

New Yards 
Wesley L. Hubbard and Chester I. 
Johnson have opened a retail lumber 
and building materials yard at 140 
South Santa Cruz Avenue, Los Gatos, 
Calif. Both men were formerly asso- 
ciated with the McElroy Lumber Com- 
pany—Hubbard at Palo Alto and 
Johnson at Los Gatos. 
A new lumber and building mate- =. 





THE ONLY WAY TO 


PREVENT SMOKE 


Look out—trouble ahead with ordinary 
é fireplaces —as home construction becomes 

more weathertight. In tight construction, 
a fireplace chokes, then SMOKES, because it 
can’t “inhale” enough air from the house to re- 
place the air “exhaled” by the chimney. In other 
words, the fireplace can’t “‘breathe” properly. 


Fortunately, with the Bennett Fresh-Aire Unit, 
you can offer your contractors a way to overcome 
this. The Fresh-Aire Unit draws air from out- 
doors, warms it to comfortable temperature, and 
distributes it to the house. Result: no partial 
vacuum, no downdraft—and, GUARANTEED, 
NO SMOKE. 


For camps, cottages— wherever replacement air 
comes in through (less weathertight) construc- 
tion—your contractors will seed heciecibaiien 
Unit. This warms and recirculates the air in the 
interior. 


These two units,.Fresh-Aire and Recirculating, 
cover your market for the smokeless fireplace 
in every type of construction. 

Plan for the Units, Flexscreen (the flexible fire 
curtain of sheer, metal mesh) and the complete 
line of Bennett construction supplies. They’ll 
be available when we are given the GO signal. 


Write now for FREE CATALOG. 


ppt 


Modern... Streamlined 


No. A61-3327 


SPRING CATCHES for 
flush or offset doors. Zinc 
Plated — complete with 
three different strikes and 
necessary screws. Packed 
in individual envelopes. 


— 


No. A61-204T 
SNAP-GRIP CATCHES — 
A patented quiet operat- 
ing Zinc Plated Door 
Catch. Supplied with two 
different strikes and nec- 
essary screws. Packed in 
individual envelopes. 


No. A61-200 Pull 


‘L is one of National Lock’s 
moderately priced matched de- 
sign Cabinet Hardware sets. Each 
set includes Hinge, Pull, Catch 
and Knob, perfectly matched. 


For the present, due to wartime 
restrictions, this set is supplied 
in Bright Zinc and Lacquered 
finish only. 


To insure early delivery we sug- 
gest placement of your order at 
once. You can save time and 
money by ordering all your hard- 
ware needs from National Lock— 
your “All From One Source” 
hardware manufacturer. 


INDIVIDUAL ENVELOPE 


PACKING Each item is carefully 


packed in attractively printed strong Kraft — “a 
paper envelope to protect finish. Each en- A | 


BENNETT-IRELAND 
225 Pine Street Norwich, N.Y. 


Manufacturers of 
Fireplace Units, Construction Supplies, and Flexscreens 


BENNETT 


Sresh=fure 


FIREPLACES 


velope includes necessary screws and instruc- 
tions for application. Saves you valuable 


time—eliminates loss of screws and small 
parts. Easy to stock and easy to fill orders. © 


NATIONAL 
LOCK COMPANY 


Builders Hardware Division 
Rockford, Illinois 
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rials yard, the Service Lumber & 
Supply Co., has been opened at 255 
Bay Shore Blvd., San Francisco, Calif., 
by Frank Egnell and Richard J. 
Gehring. Mr. Egnell was with Ham- 
mond Lumber Company for 20 years, 
and Mr. Gehring resigned recently as 
manager of Rolando Lumber Co., San 
Francisco, a position he held for many 
years. 


"E" Awards 


The Bingen-White Salmon (Wash.) 
plant of the Twin Harbors Lumber 
Co., Aberdeen, Wash., has earned the 
Army-Navy “E”, which was awarded 
at ceremonies held at the plant on 


Feb. 15, for manufacture of tent poles. 
Announcement was made by Donald 
C. Anderson, vice president and gen- 
eral manager. Army and Navy officers, 
an overseas war veteran, and repre- 
sentatives of labor and management 
of the firm appeared on the program. 

Charles W. Moar is production man- 
ager of the Bingen-White Salmon op- 
eration; Ben D. Andrews is plant 
superintendent, and Harry J. Thomas, 
is manager of the Portland branch. 
Lt. Comdr. Henry Anderson of the 
lumber procurement branch of the 
Navy is president of the Twin Harbors 
Lumber Co. 

Headquarters of the company are in 
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Aberdeen, Wash., with sales office in 
Seattle. 


The Johnson City (Tenn.) plant of 
Miller Brothers Co., which has execu- 
tive offices in that city also, has been 
awarded the Army-Navy “E.” The 
company, which is working 100 per- 
cent on wood parts for Army cargo 
truck bodies, manufactures hardwood 
flooring, trim, mouldings, and treads. 


J. B. Belcher, hardwood lumber 
manufacturer of Bluefield, W. Va., has 
been awarded the Army-Navy “E” for 
outstanding achievement in the pro- 
duction and shipment of lumber. 
Presentation of the award will be 
made at Bluefield on February 24. 


So. Hardwood Inspection 


Purchasers of Southern hardwood 
lumber on “buyer’s inspection” may 
hereafter make inspection on rail 
shipments at either the point of origin 
or at destination, according to OPA. 

In the case of rail shipments such 
inspection previously was required to 
be made at the point of origin. 


Pulp Industry Slashes 
Accident Rate 


Figures show that a cooperative 
safety drive sponsored by the U. S. 
Department of Labor has definitely 
reduced the job accident trend in the 
paper and pulp industry. The cam- 
paign started in October and con- 
tinued through December. Compara- 
tive frequency rates are available for 
the first two months of the drive: 


Accident 
Frequency 


1st 6 months 1944 

July, August, September, 
1944 

October, 1944 

November, 1944 


The West Virginia Pulp & Paper 
Co., a leader in the effort, appointed 
one of its mechanics who was well- 
known among workers as local sports 
announcer as full time safety inspec- 
tor. He took basic and advanced 
safety training at Rensselaer Poly- 
technic Institute in Troy, N. Y., and 
ultimately several members of the 
plant safety committee also took the 
training which is organized by the 
U. S. Department of Labor in cooper- 
ation with the Office of Education and 
sponsored by the engineering college. 

The safety committee meets monthly 
and any merited recommendations 
made by it, the safety inspector or the 
personnel manager to correct unsafe 
conditions are immediately put into 
effect by management regardless of 
cost. Their experience has been that 
any cost to correct unsafe conditions 
is repaid many times in the savings 
due to the prevention of accidents. 
One major alteration involved putting 
floor drains in the basement leading 
to a central disposal drain but it re- 
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Just as the past 78 years have 
expressed Bilt -Well’s unshaken 
confidence in America’s pref- 




















erence for fine woodwork, so 
our plans for the “house of 











tomorrow” embody the finest 
artistry of the designer and 

















the most painstaking technique 








of the craftsman in wood. 











Throughout the years, we have 
maintained the same firm 
and uncompromising attitude 
toward quality materials and 
workmanship. Likewise, we 


shall continue in our belief 


that a world of experience, 

plus a willingness to keep pace 
will be the prime factors in 
the “home of tomorrow.” 


CARR, ADAMS & COLLIER CO. 


DUBUQUE, |OWA 
BILT @ WELL 
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THERE’S a profitable demand for ORANGEBURG 
PIPE existing right now in today’s market—not to 
mention the enormous demand that will be created 
by postwar building activity. 


You'll find ORANGEBURG PIPE an ideal item to 


. diversify your sales—to replace business lost 
~ through low lumber inventories and wartime short- 


ages of other materials. Easy for you to stock and 
deliver because of its light weight and long lengths. 
Less loss from breakage. Easy to sell because of 
its many advantages in installation and service. 


ORANGEBURG PIPE with TAPERWELD JOINTS is 
the modern pipe for house-to-sewer connections, 
conductor pipe, downspouts, and tight-line drain- 
age. Permanent, watertight joints prevent infil- 
tration and entry of root growth. 


ORANGEBURG PERFORATED PIPE is specially 
designed for septic tank filter beds, farm and 
muckland drainage, foundation drains. Snap 
couplings keep pipe in line. 


BIG DEMAND FROM NATIONAL 
CONSUMER ADVERTISING 


ORANGEBURG PIPE is consistently advertised in 
such leading magazines as The American Home, 
Better Homes and Gardens, Pathfinder, Farm 
Journal, Successful Farming and in many sec- 
tional publications including Rural New Yorker, 
New England Homestead, Pacific Northwest Trio 
and others. 


ORANGEBURG 


The Root-Proof Pipe 








ELECTRICAL FIBRE CONDUIT . . 
SYSTEMS . . . AND FIBRE PIPE FOR NON-PRESSURE USES. 
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q THE FIBRE CONDUIT COMPANY (AL-2-45) 
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ORANGEBURG, WN: ¥. 
Please send catalog or ORANGEBURG PIPE. 
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\ METALLIC CONDUIT AND PIPE, ORANGEBURG SERVES THE POWER 
0} AND LIGHT, TELEPHONE, GENERAL CONSTRUCTION, CHEMICAL, 


PETROLEUM, PLUMBING AND BUILDING SUPPLY FIELDS WITH 
. ELECTRICAL UNDERFLOOR DUCT 





















PAUL B. BERRY 


Grand Rapids 6, Michigan 


if you can furnish any of the follow- 
ing (or anything else) write or wire me. 


25 cars 4/4”, 5/4”, 
mostly 4/4” & 5/4”. Prefer upper 
grades in Soft Maple, Poplar, 
Ponderosa, Gum, Birch, etc. Can 
use lower grades also to some 
extent. KD, AD or shipping dry. 


6/4", 8/4” 








moved the % inch or so of water 
which is a common hazard of paper 
mill basements. 

The inspector is a keen advocate of 
visual aids as a means of teaching 
safe practices to workers and is ex- 
tending their use in the plant. 


Forestry Progress 


The Appalachian Hardwood Manu- 
facturers, Inc., have authorized the 
creation of a Division of Forestry. 
This represents a distinct advance. 
Much Appalachian hardwood is pur- 
chased from “non-operating forest 
owners,” such as coal companies. Too 
often these owners have looked upon 
their trees as matters of secondary 
economic importance. Quite often, too, 
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Moore Cross-Circulation Kilns 
Dry High M. C. Oak Successfully 
For Pekin Wood Products Co. 


Since converting these old-type kilns to Moore Cross-Circu- 
lation System, Pekin Wood Products Co., Helena, Ark., is able 


to dry high moisture content oak 


successfully to low uniform moisture content. 


This Automatically Controlled 


increased drying capacity and improved quality of seasoning. 


It pays to investigate the advan- 
tages of installing the Moore Cross- 
plant. 


Circulation System at your 
Write today—no obligation. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 


JACKSONVILLE 1, FLORIDA 
VANCOUVER, 8B. C. 
NORTH PORTLAND, ORE. 


«etna 


and other green hardwoods 


Drying System has greatly 
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they have looked upon “forestry” 
solely a matter of planting seedlings. 
And because it takes so long for a 
hardwood tree to reach saw size these 
men have been hard to interest. They 
are coming to realize that forest man- 
agement and protection from fire 
produce much additional value from 
existing forests. They are learning, 
also, the value of closer co-operation 
with and understanding of the lumber 
manufacturers. 

Meridian, Miss., has made impres- 
sive progress in forest management. 
The Meridian Star devoted ten pages 
of a recent issue to the telling of 
the story. Not the least interesting 
feature of this edition was a full-page 
advertisement by the Flintkote Com- 
pany carrying educational pictures of 
fire protection, farm forestry and good 
and bad cutting practices. 


National Forest Timber Cut in 
1944, Highest on Record 


Timber production for war and es- 
sential civilian needs from National 
forests in 1944 totaled 3,300,000,000 
board feet, the largest cut on record 
since the founding of the Forest Serv- 
ice 40 years ago, Lyle F. Watts, Chief 
of the Forest Service, said in his 
annual report to the Secretary of Ag- 
riculture. 

Timber from federal forests supplied 
approximately ten percent of all lum- 
ber cut in the United States and was 
valued at $14,300,000. The production 
increase was 64 percent over the 
previous fiscal year. 


War Veterans Retain 
Seniority Rights 


When they return to civilian status, 
men and women in the armed services 
who were formerly employed by the 
Ilg Electric Ventilating Co. of Chicago 
and who return to their jobs with the 
company will get a bigger share in 
the. profits of the company, through 
the continuance of seniority privileges 
during the interim, executives of the 
Ilg Welfare Club have announced. 

The Ilg_ profit-sharing. program, 
originated in 1907, is still in force. 
The Ilg Welfare Club also functions 
as a labor-management committee and 
has ruled that Ilg war veterans will 
share in an extra bonus which is 
allowed for length of service with the 
company. 


Estimated New Construction 
Volume for 1945 


Preliminary estimates by the War 
Production Board of new construction 
volume in the United States in 1945; 
based on the assumption that war on 
both fronts will continue throughout 
the year, indicate an activity volume 
of $3,250,000,000 —the lowest since 
1935. This is 82 percent of the 1944 
volume and 24 percent of the peak 
1942 performance. Almost half of 
the 1945 volume will be accounted for 
by privately-financed work as con- 
trasted to 40 percent in 1944 and 20 














Logs to Lumber 


Logs which only a few hours 
earlier were being transported 
from the forests are now in the 
pond beginning the second phase 
of their transition from mature 
trees to well manufactured, thor- 
oughly seasoned lumber for mili- 
tary and essential civilian needs. 
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in this phase logs enter the | 
saw mill to be cut into boards. 
The boards will then pass 
through the grading and sorting 
sheds, the dry kiln stacker, the 
dry kilns, be regraded and tem- 
porarily stored in the big shed 
to protect their low moisture 
content, or go direct to the plan- 

ing mill and loading dock. | 
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J. NEILS LUMBER COMPANY 


Klickitat, Washington Libby, Montana 








What is 
ORDER L-335, 
DIRECTION 2A? 





... actually, it’s a compliment! 


To put it briefly, Direction 2a has commandeered 
Western Pines for direct war use. Their sale for 
general use has been temporarily prohibited. 


PLYWOOD You'll Be Hear- 
ing a Lot About After 
the War... 


AMERICAN 


“Soundbilt" is making a real name 
for itself in war uses. While unable 
to book any more "Soundbilt" or- 
ders now, we do want to register 
this name "Soundbilt" with the 
trade — and when peace comes, we 
know you'll like “Soundbilt" quality, 
grades and service. Manufactured 
in the new modern plant of 
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‘This most stringent restriction was necessitated 
because the manufacturers of boxes and contain- 
ers used for shipping ammunition and vital war 
material to the battle fronts have definitely 
acknowledged the superior qualities of Western 
Pines and are practically unanimous in specifying 
them on all government orders. So great is this 
demand and need that even with all-out production 
of Western Pines there will not be enough to fill 
these orders, let alone supply you as formerly. 

Being denied Western Pines will naturally dis- 
appoint retail lumber dealers and builders. But 
actually no finer tribute could be paid to the all- 
round usability of Western Pines than Direction 
2a to Order L-335. 


WESTERN PINE ASSOCIATION 


Yeon Building, Portland (4) Oregon 
*Idaho White Pina *Ponderosa Pine *Sugar Pine 


* THESE ARE THE WESTERN PINES 

















percent in 1943 and 1942, WPB said. 
Military construction (troop hous- 
ing, air fields, storage facilities, etc.) 
within the United States is expected 
to decline from $730,000,000 to $480,- 
000,000, and Government - financed 
plant construction from $745,000,000 
to $470,000,000. Overall housing vol- 
ume is expected to decline from $690,- 
000,000 to $500,000,000, or 28 percent 
under the 1944 volume, with the bulk 
of the decrease occurring in Govern- 
ment-financed work. All other types 
of non-industrial construction are ex- 
pected to total $1,550,000,000, a slight 
increase over 1944, WPB estimates. 


“Another Enemy to Conquer" 


The fourth or 1945 Wartime Forest 
Fire Prevention Campaign, under the 
direction of R. F. Hammatt, began in 
the East and five Middle West States 
on Feb. 1 and is slated to go into ac- 
tion in various sections during the re- 
spective periods of fire danger. It will 
use the slogan “Another Enemy to 
Conquer.” The Forest Service, U. S. 
Department of Agriculture, in co- 
operation with State forestry and con- 
servation agencies, and numerous co- 
operating organizations, is urging 
citizens throughout the nation to take 
individual action to combat this un- 
necessary loss in valuable forest prod- 
ucts. 

Forest Service officials point out 
that according to WPB, lumber pro- 


duction in 1944 was approximately 
2,000,000,000 board feet less than war 
needs, while in the same period forest 
fires destroyed an estimated 3,000,- 
000,000 board feet of timber. 


Tells Veterans of Prefabricated 
House Opportunities 

Austin Drewry, vice president of 
Gunnison Homes, Inc., New Albany, 
Ind., spoke before 440 disabled service- 
men at Nichols General Hospital on 
Jan. 31 and told them that veterans 
of World War II will have unlimited 
opportunities to get ahead in the pre- 
fabricated home industry in the post- 
war era. He said the prefabricated 
house industry would need trained 
men after the war and invited groups 
of veterans to attend the Gunnison 
Homes Institute for training of com- 
pany personnel. The talk was one of 
a series on vocational opportunities, 
sponsored by the Louisville U.S.O. 


New Assistant 
District Manager 

Appointment of David P. Seaman as 
assistant manager of the New York 
district of The Philip Carey Manufac- 
turing Co., producers of building ma- 
terials and industrial products, has 
been announced by L. W. Clarke, New 
York manager. Mr. Seaman, who will 
continue as vice president of The 
Nassau Suffolk Lumber Co. chain of 
retail building material yards on Long 
Island and vice president and director 








BIG DEMAND FOR 





The urgent need to protect all material and equipment 
has never been more keenly felt. Fultex waterproofed 
tarpaulins and covers are proving their value daily. We 
also manufacture BACK BANDS, COTTON TWINE, 
TRUCK COVERS, MACHINERY COVERS, HAY 
COVERS, TENTS AND OTHER CANVAS ITEMS. 





Fulton Bag & Cotton Mills 


Manufacturer: 


ATLANTA 
NEW YORK 


ST. LOUIS 


DALLAS 
NEW ORLEANS 


since 1870 


MINNEAPOLIS 
KANSAS CITY, KAN. 








of the Suffolk County Federal Savings 
& Loan Assn., will specialize in assist- 
ing the company’s dealers to set them- 
selves up as prime sources of infor- 
mation for prospective home builders. 
Mr. Seaman will headquarter at the 
Carey company’s New York office, 60 
East 42nd St. 


Exhibit Shows Four Protections 
of House 


Protection against fire and thermal, 
vapor and acoustic insulating prop- 
erties provided by gypsum products 
were demonstrated graphically in the 
lavish display of the United States 
Gypsum Co. at the National Associa- 
tion of Home Builders exposition in 
Chicago. In a room on the floor above 


the main exhibits USG presented a 
group of cut-away wall and ceiling 
assemblies, with each labeled to show 
comparative cost, fire protection, in- 
sulation and other relationships. An- 
other graphic demonstration was that 
of the effectiveness of a vapor seal in 
a wall, shown in a controlled climate 
cabinet. 


Training School for Woodsmen 

Aiming to provide skilled woods- 
men needed in the drive to produce 
more urgently needed lumber, Con- 
necticut has opened a training school 
in the Pachaug State Forest, under 
the direction of William C. Shepard, 
forest products technician of the State 
Forestry Department. 

This is said to be the first schoo! 
of its kind in the New England States. 


Plans Volume Production of 
Melamine 

Monsanto Chemical Company an- 
nounced it will soon begin volume 
production of melamine, a century-old 
Swiss chemical, neglected for years 
and now found to possess utility in a 
wide range of war applications 4s 
well as almost limitless peacetime 
possibilities. Technicians have reacted 
it with formaldehyde to produce star- 
tling results in such fields as textiles, 
plastics and plywood manufacture. 
Melamine resins have been found 
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useful in the preparation of plywood 
glues and laminates. Wood acids have 
no effect on them. This means that 
melamines, unlike phenolics, leave no 
disfiguring stains. Construction of a 
new melamine plant is under way at 
Monsanto’s Merrimac Division, Ever- 
ett, Mass., where the chemical is now 
being produced in pilot plant quanti- 
ties. Monsanto owns the basic patent 
on melamine formaldehyde resins. 


Idaho Has Three More 
Tree Farms 


Three more forest properties in 
Idaho, totaling 63,692 acres, have 
qualified as Western Pine Tree Farms, 
making a total of 329,000 acres of 
forest land in eight tree farms in 
Idaho, it was announced recently by 
Stuart Moir, chief forester of the 
Western Pine Assn., Portland, Ore. 
All three of the new tree farms are 
owned by the Milwaukee Land Co. 


Forest Service Forty Years Old 


The fortieth anniversary of the U.S. 
Department of Agriculture’s Forest 
Service will be observed by special 
exercises in most of the ten forest 
regions some time during February. 

The present Forest Service traces 
its history uninterruptedly from 1876, 
in which year a forestry agency was 
set up under the Commissioner of 
Agriculture. By 1881 this agency had 
developed into a Division of Forestry, 
and in 1901 became the Bureau of 
Forestry. These agencies had little 


or no part in the administration or 
management of public forest lands, 
which were under the jurisdiction of 
the Department of the Interior. On 
Feb. 1, 1905, the Forest Service came 
into being as a bureau of the Depart- 
ment of Agriculture and took over 
from the Department of the Interior 
the administration of the national 
forests. 


Will Ship Temporary Houses 
to England 


Thirty thousand temporary dwell- 
ings, according to the OWI, will be 
produced in this country and shipped 
to England to meet immediate needs 
of essential war workers in bombed- 
out areas. This is subject to the 
availability of lumber and other build- 
ing materials. The FPHA will supply 
the buildings in panelized form. They 
will be square in design, will have 
flat roofs and no basements, and will 
contain a living room, kitchen, bath 
and two bedrooms. A minimum 
amount of lumber and a maximum 
amount of substitutes will be utilized. 

These temporary houses are in- 
tended to meet the most acute aspects 
of the housing problem. About half 
a million houses have been destroyed 
and several millions badly damaged. 
The British government will get a 
temporary housing program under 
way as soon as possible; but that will 
probably not be until the last of this 
year. 





Urge Support of FHA as 
Independent Agency 


The Lumber Dealers Assn. of Con- 
necticut, representing nearly all of 
the lumber yards in the State, have 
appealed to Senator Brian McMahon 
and Congressman Herman P. Kopple- 
man, Mrs. Chase Going Woodhouse, 
James Geelan, and Joseph F. Ryter to 
support the separation of the Federal 
Housing Administration from other 
agencies now consolidated in the Na- 
tional Housing Agency. 

William P. Beach of Lamson Lum- 
ber Co., New Haven, secretary of the 
association, said that in response to 
a resolution adopted by the associa- 
tion at its last convention, Senator 
Francis Maloney and Congressmen 
Joseph E. Talbot and Clare Booth 
Luce were urged to support legisla- 
tion which would establish the Fed- 
eral Housing Administration as an 
independent agency rather than hav- 
ing it continued as a branch of the 
NHA which also takes in the Federal 
Public Housing Authority and the 
Federal Home Loan Bank Board. 

Senator McMahon and the four new 
members of the House of Representa- 
tives from Connecticut also were 
asked, as Senator Maloney and Rep- 
resentatives Talbot and Luce pre- 
viously had been, to oppose the Mc- 
Carran plan for decentralization of 
industry, and it was stated that “the 
carrying out of the McCarran plan of 








HOLT HARDWOOD (0. 
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Going into Box and 
Crating Now, BUT .. 


After V-Day. the entire out- 
put of “John Day” Pon- 
derosa Pine and _ ‘Mount 
Hood” Douglas Fir will 
again be focused into meet- 
ing the needs of our regular 
customers. 

These two famous woods 
have been satisfying Oregon 
L er Co. customers for 
56 years. With Victory we 
will offer a broader service 
than ever, including cut 
stock, mouldings. millwork 
and special items. 


OREGON 
LUMBER COMPANY 


PINE SALES, BAKER, ORE. 
FIR SALES, DEE, ORE. 


Vv 





AMERICAN LUMBERMAN, February 17, 1945 


BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 


Custom Kiln Drying 


a 
Members: M. F. M. A. N. H. LL. A. N. H. & H. M. A. 


OCOnTO, WISCONSIN 








ieee inca isaaniia 


73 











decentralization as named would be 
not only disastrous for the eleven 
Northeastern States, including Con- 
necticut, by causing serious unem- 
ployment, but poor reward for an 
astounding record of war production.” 


Makes Housing 
Recommendations 


In the interest of more efficient 
service to home owners and to the 
construction industry after the war, 
Douglas Whitlock, president of The 
Producers’ Council, in an address be- 
fore the annual meeting of the Na- 
tional Assn. of Home Builders, held 
at Hotel Sherman, Chicago, on Jan. 
17, recommended instead of centraliz- 
ing all housing matters in one Fed- 
eral department or agency, as has 
been the case during the war, that 
after the war the Federal Housing 
Administration and the Federal Home 
Loan Bank Administration be placed 
in a Federal Loan Agency, along with 
the Reconstruction Finance Corp. and 
its related activities. 

Mr. Whitlock also renewed his rec- 
ommendation for the formation, under 
the roof of the Chamber of Commerce 
of the United States, of a National 
Construction Industry Council which 
would represent each and every fac- 
tor in construction. 


Postwar Homes Survey Proves 
Popularity of Woodwork 
Interiors 


According to a survey recently com- 
pleted for Ponderosa Pine Woodwork, 
Chicago, future home builders will 
want to change the color of room in- 
teriors frequently and for that reason 
intend to feature wood doors and win- 
dows and other woodwork in their 
homes because it can be easily painted 
on the job for better comparison with 
other surfaces. Wood, too, homemak- 
ers point out, has an even textured 


surface that sands smooth—takes and 
holds any finish. 

Stock woodwork will be widely used 
because of its economy, the ease with 
which it may be painted or stained, 
and precise fit for effectively combat- 
ing adverse weather conditions as- 
sured by precision machining. 

National advertising and publicity 
articles are capitalizing on the swing 
to wood, and the desires expressed by 
builders are being offered to them in 
Ponderosa Pine’s book, “The New 
Open House.” 


Plywood Compaay 
Buys Timberland 


Lawrence Ottinger, president of 
United States Plywood Corp., an- 
nounced Jan. 24 that the company has 
contracted to purchase from Algon- 
quin Corp., Ltd., a subsidiary of the 
Canadian Bank of Commerce, 44,000 
acres of virgin timberland, consisting 
largely of birch and maple, located in 
Haliburton Township, Province of On- 
tario. These timber rescurces will 
supplement the raw material require- 
ments of the company’s Algoma 
(Wis.) operation. 

Mr. Ottinger also announced United 
States Plywood has contracted to ac- 
quire Hay & Co., Ltd., Woodstock, 
Ont., which operates a large plywood 
plant there as well as several small 
lumber mills. T. L. Hay, president, 
will continue his association with the 
business. 


Furniture Materials 
Becoming Scarcer 


WPB officials indicated a further 
tightening of the supply of materials 
for furniture production; particularly 
of textiles for upholstered furniture. 
About half the supply of textiles is 
said to be needed for military goods. 
It may be necessary to place the 
amount available to civilians under 





The Fort Bragg (Calif.) plant of the Union Lumber Co. on Feb. 4 was presented the 
Army-Navy "E" award for “outstanding achievement in war production of redwood," at 


ceremonies attended 
by 3,000 people. 
Vice Admiral John 
W. Greenslade, Re- 
sources Coordinator, 
Western Sea Fron- 
tier, is shown pre- 
senting the pennant 
to Otis R. Johnson 
(on right), president 
of the Union Lumber 
Co., San Francisco, 
who read a personal 
congratulatory mes- 
sage from Admiral 
Chester W. Nimitz. 
Tom Johnson (cen- 
ter), head sawyer 





and oldest employee in point of service, accepted the pins for the employees from Col. 
K. M. Moore (shown next). Ray Shannon, general manager, is shown on extreme left. 
Maj. Charles R. Johnson, grandson of the founder, the late C. R. Johnson, also attended 
the ceremonies. The C. R. Johnson Memorial Redwood Log formed the backdrop for the 
setting. Cut from a giant redwood 21 feet in diameter, the log was dedicated a year 
ago at a ceremony reminiscent of the current occasion. 
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allocation to assure a reasonable sup- 
ply of such items as work clothes and 
children’s garments. Labor shortages 
are growing more pronounced. Steel 
springs are in short supply as is also 
the supply of glue. However, furni- 
ture is considered a vital war com- 
modity. About 25 percent of the 
amount manufactured is used for di- 
rect war purposes. About 40 percent is 
of indirect war use; as for example in 
war housing. 


New England Lumbermen Plead 
for Timber Tax Revision 


A. M. Batchelder of Wm. P. Proctor 
Co., North Chelmsford, Mass., was re- 
elected president of the New England 
Lumbermen’s Assn. at the annual 
meeting held in Hotel Carpenter, Man- 
chester, N. H., on Feb. 1. Other offi- 
cers, also re-elected, are: Karl G. Up- 
ton, Upton & Whitcomb, Hancock, N. 
H., vice president; and Miss Doris L. 
Bennett, Manchester, N. H., secretary- 
treasurer. Directors for three years 
are: C. B. Knight, Marlboro; F. W. 
Woodward, Brattleboro, Vt. (re- 
elected); R. B. Chaffee, Oxford, Mass.; 
W. P. Long, Lisbon, N. H.; and A. W. 
Stevens, Concord, N. H. 

Speakers at the meeting made a 
strong plea for the passage of the bill 
now before the New Hampshire legis- 
lature, to provide for the paying of 
taxes on timber as it is cut rather 
than the present method of assessing 
standing timber yearly. 

“The fate of this bill will determine 
the fate of the raw material resources 
of our lumber industry as far ahead 
as you can look,” declared Lawrence 
Whittemore, assistant to the president 
of the Boston & Maine Railroad, who 
identified himself as having gone all 
around the circle in the lumber busi- 
ness. 

Government representatives partic- 
ipating in the question-and-answer 
period were: Granville Fuller, Smaller 
War Plants Corp.; Earl Flanders, 
OPA; Harold Lane, WLB; and Royce 
Gilbert, H. Wedgewood, and Victor 
Jensen, WPB. 

The association directors voted to 
contribute $250 to the wood-waste 
utilization project of the University 
of New Hampshire, which is spon- 
sored by the N. H. State Planning & 
Development Commission. 

Committee reports and announce- 
ment of the results of a questionnaire 
on production problems concluded the 
meeting. 


Big Tree 


A huge hemlock tree, believed to 
be one of the largest in the world, 
recently was logged by the Bunker 
Logging Co. near South Bend, Wash. 
It measured 19 feet 2 inches in cir- 
cumference and was about 175 feet 
tall. The top broke up when it fell 
and defects in the butt forced the 
loggers to leave a long butt about 
20 feet long in the woods. Even so, 
the tree made three 40-foot logs that 
totaled 6,146 board feet. 
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Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and Northern White Pine 
Larch Lumber Norway Pine 


ie% RAINY LAKE LUMBER CO., Ltd. 
SALES OFFICE: 1204 Conway Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 

















MEDFORD CORPORATION 
MEDFORD, OREGON 


ANNUAL CAPACITY 85,000,000 FEET 


Manufacturers of Kiln Dried 
Ponderosa Pine ... . . Douglas Fir 
Sugar Pine . .. =. . White Fir 


Members Western Pine Assn., West Coast Lumbermen’s Assn. end West Coast Bureau of Lumber Grades and Inspecticn. 
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New Sales Manager 


Effective Feb. 1, Jake Werle sev- 
ered his connection with the C. D. 
Johnson Lumber Corp., Portland, Ore., 
to accept an executive position with 
Simpson Industries of Seattle, Wash. 

S. B. Ferrell, for the past few years 
sales manager of Clark & Wilson 
Lumber Co., Linnton, Ore., and prior 
to that assistant sales manager of 
The White River Lumber Co., Enum- 
claw, Wash., on Feb. 1 took charge of 
the sales department of C. D. Johnson 
Lumber Corp. 

The C. D. Johnson Lumber Corp. 
will continue its all-out production for 
the war effort and when the war is 
over will be able immediately to take 
care of its customers and friends with 
its large timber resources and com- 
plete facilities for well manufactured 
lumber from virgin old growth timber. 


. . Obituaries 


ENSIGN WILLIAM IRA ADELMAN, 30, 
junior partner in Adelman Lumber 
Co., Pittsburgh, Pa., was killed in 

action on Dec. 9, 1944, while serving his 

country in the Southwest Pacific war 
front. Commanding a PT-boat, Ensign 

Adelman attacked and sank a Jap de- 

stroyer in the Surigao Straits off Leyte 

under terrific enemy bombardment and 
after his craft had been crippled. En- 
sign Adelman is survived by his widow, 

a two-year-old daughter, and his father 

and mother, Mrs. and Mrs. Abraham 

Adelman. He was an only son and was 

associated with his father in business. 


MRS. REBECCA D. ASHBURN, 64, 
wife of Quince Ashburn of Quince Ash- 
burn Co., Pocomoke, Md., died Jan. 28 
at her home in that city. She is sur- 
vived by her widower, two daughters, 
and three granddaughters. 


GEORGE C. BAILEY, 50, proprietor 
of Bailey Hardwood Lumber Co., with 
headquarters in Lonoke, Ark., died sud- 
denly Jan. 13 at his home in Lonoke. 
He had served as mayor of Lonoke 
since 1935. His widow, three sons, two 
brothers, and two sisters survive. 


WILLIAM A. BAITY, 82, retired lum- 
berman of San Antonio, Tex., died at 
his home in that city Jan. 30, follow- 
ing a brief illness. Survivors include 
his widow, two daughters, and two 
grandsons. 


CHARLES L. BARNETT, 78, a founder 
and head of Collier-Barnett Co., Toledo, 
Ohio, died Jan. 30, from a near-pneu- 
monia condition which proved too great 
a strain on a weakened heart from 
which he had been suffering for sev- 
eral years. Mr. Barnett had been con- 
nected with the lumber and sash and 
door business for sixty years. He is 
survived by his widow and two sons, 
David A. and John W., the latter in 
active charge of the Collier-Barnett Co. 





EDWARD W. BEESON, 77, president 
Beeson-Moore Stave Co., Little Rock, 
Ark., Buffalo Stave Co., New Orleans, 
and vice president-manager Lucas E. 
Moore Stave Co., New Orleans, La., died 
Dec. 24 at his home in Little Rock, af- 
ter a long illness. His widow, a son, a 
daughter, and thirteen grandchildren 
survive. 


WILLIAM JOSEPH BELL, 86, presi- 
dent Spanish River Lumber Co. until 
his retirement died Jan. 12 at his home 
in Sudbury, Canada. 








Car and Cargo 
Wholesale Only 
Teletypewriter PD 54 








LUMBER and PILING 


for 30 Years 


PATRICK LUMBER CO. 


Terminal Sales Building, Portland, Ore. 


Western Pines & West Coast Lumber 
Large and Long Timbers 
Fir Piling up to 120 feet 








$20 TO $30 CLEAR GAIN PER DAY 
WITH THE MINER 2 X 4 EDGER, A 2 IN 1 MA- 


CHINE, 4 SAWS IN THE GANG. 


UP TO 13. 


NOTHING LIKE IT. 
DO NOT HEAT, NO WATER. 
PAYS ITS COST IN THAT TIME. 


MINER EDGER WORKS, Meridian, Miss. 


EDGE BOARDS 


ONE LEVER, 2 SEPARATE FEEDS, 
SIMONDS SPECIAL F SAWS, 


ON 30 DAYS, 












LEE IRBY BETTY, 52, president of 
Betty Lumber Co., Raleigh, N. C., died 
at his home there Jan. 24, after a long 
illness. His widow and two sons sur- 
vive. 


S/SGT. JOHN T. BRENNAN, 24, son of 

John Brennan of John Brennan & 

Co., Chicago, Ill., was killed in action 

in Belgium on Jan. 14. He was asso- 

ciated wtih his father in the lumber 

business for three years before he en- 

tered the armed. service. His mother, 
father, and a sister survive. 


ELBERT LAWRENCE CARPENTER, 
82, nationally known lumberman, who 
with Tom Shev- 
lin, Sr., and Hovey 
C. Clarke founded 
the Shevlin, Car- 
penter & Clarke 
Co. in 1892, died 
Jan. 29 at his 
home in Minne: 
apolis, Minn. His 
father, Judson E. 
Carpenter, was 
president of Curtis 
Bros. Lumber Co. 
In 1932 Mr. Car- 
penter resigned 
the presidency of 
his firm and be- 
came chairman of 
the board until his 
resignation from that post in 1939. 
Since that time he had maintained an 
office at the company’s headquarters 
in Minneapolis, serving in an advisory 
capacity. Mr. Carpenter was a director 
of the McCloud River Lumber Co., a 
past president of the National Lumber 
Manufacturers’ Assn., and was associ- 
ated with various other business or- 
ganizations. He served on President 
Hoover’s business stabilization com- 
mittee in 1929 and had been awarded 
a service medal for outstanding public 
service in Minneapolis. Survivors are 
his widow; two sons, Lawrence and 
Leonard, and four grandchildren. 





D. H. CONNER, 61, commission lum- 
berman of Arlington, Tex., died Jan. 19, 
after a short illness. Survivors include 
two sons and a daughter. 


HENRY A. CRANE, G. M. 3/c, U.S.N.R., 
was killed in action on a merchant 
ship in the Atlantic. Before enter- 

ing the Navy he was associated with 

his father, H. M. Crane, in the Crane 

Lumber Co., Evansville, Ind. His 

mother also survives. 





ALFRED FREDERICK DANTZLER, 
vice president of L. N. Dantzler Lumber 
Co., Moss Point, Miss., died recently. He 
is survived by his widow, a son and 
two daughters. 


MRS. C. C. DAY, wife of C. C. Day, 
Aberdeen, Miss., lumber manufacturer, 
died recently. 





ALBERT L. ELLINGSON, 65, who for- 
merly operated a retail lumber yard 
at Parshall, N. D., died in a Tacoma 
(Wash.) hospital Jan. 27, following a 
sudden illness. Survivors include his 
widow, four sons and a daughter. 


LUIS J. FOLLINI, partner of Charles 
Murra in the Paramount Built-in Fix- 
ture Co., Oakland, Calif., of which com- 
pany he was sales manager, died Dec. 
22. His widow, a daughter, and a son 
survive. 


RUFUS MARTIN FRY, 70, proprietor 
of R. M. Fry Lumber Co., Hugo, Okla., 
died suddenly Jan. 17 of a heart attack. 
His widow and six children survive, his 
sons being associated with the R. M. 
Fry Lumber Co. 





E. V. GANGWER, superintendent of 
the Davidson Sash & Door Co., Inc., 


(Continued on page 86) 
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Review of Production, 
Shipments and Orders 


Lumber shipments. of 471 mills re- 
porting to the National Lumber Trade 
Barometer were 13.8 percent above 
production of the week ended Febru- 
ary 3, 1945. In the same week new 
orders of these mills were 10.6 percent 
more than production. Unfilled order 
files of the reporting mills amounted 
to 98 percent of stocks. For reporting 
softwood mills, unfilled orders are 
equivalent to 38 days’ production at 
the current rate, and gross stocks are 
equivalent to 36 days’ production. 

For the year-to-date, shipments of 
reporting identical mills exceeded pro- 
duction by 7.6 percent; orders by 20.0 
percent. 

Compared to the average corre- 
sponding week of 1935-39, production 
of reporting mills was 52.6 percent 
greater; shipments were 40.8 percent 
greater; and orders were 33.4 percent 
greater. 

Lumber stocks at sawmills and con- 
centration yards amounted to 3,893,- 
282,000 board feet at the end of 
November, 1944, a decline of 1.7 per- 
cent from stocks at the end of Sep- 
tember, the War Production Board 
reported last week. 

Stocks have declined continuously 
since the beginning of 1941 when they 
totaled 10,012,000,000 board feet. They 
are now at so low a level that only 
small amounts can be withdrawn de- 
spite heavy demand, officials of the 
lumber and lumber products division 
pointed out. 

As of November 30, 1944, softwood 
stocks in mills and concentration yards 
totaled 2,720,924,000 board feet, a 
decrease of 1.6 percent from Septem- 
ber 30; hardwood stocks amounted to 
1,172,358,000 board feet, a decrease 
of two percent from September 30. 

The position of stocks by regions, 
as of November 30, follow: 

EAST: Northeastern—223,437,000 
board feet; Appalachian—223,766,000 
board feet; North Central—49,800,000 
board feet; South Central—98,748,000 
board feet; Lake States—172,700,000 
board feet; South—1,532,469,000 board 
feet; Prairie—3,463,000 board feet. 
Total East—2,304,383,000 board feet. 

WEST: North Pacific—815,922,000 
board feet; South Pacific—529,147,000 
board feet; Northern Rocky Mountain 
—199,721,000 board feet; Southern 
Rocky Mountain—44,109,000 board 
oan Total West—1,588,899,000 board 

eet. 

These figures are based on a sur- 
vey of stocks conducted by the Forest 
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Service of the Department of Agri- 
culture in cooperation with WPB. 
Figures include all lumber on hand at 
mills and concentration yards, both 
unsold, and sold and awaiting ship- 
ment. They also include railroad 
cross-ties except those in yards deal- 
ing exclusively in ties. 


Supply and Demand 
in Market Centers 


MEMPHIS: Hardwood stocks are at 
minimum, and shipments exceeded 
production during every week in Janu- 
ary. Oak flooring productions is about 
25 percent of normal with almost the 
entire output going to government 
sponsored or approved housing jobs. 
Labor is the bottleneck here, and floor- 
ing manufacturers say they could pro- 
duce more if sufficient help were avail- 
able. . . Even the government is hav- 
ing trouble getting the lumber it 
wants. At two recent lettings 60,- 
000,000 feet were sought but only 
eight percent of that quantity was 
contracted for. . . Retailers are get- 
ting very little lumber because the 
small mills, long their source of sup- 
ply, are suffering under present con- 
ditions. 

BOSTON: Government continues to 
take 80 percent of available supply, 
with most of the rest going to war 
plants—this leaves a little for civil- 
ians, who usually take what they can 
get. The chief demand is for boards 
and planks. . . One big dealer here 
describes the lumber supply situation 
as “hot and cold”. There is a fair sup- 
ply of northeastern pine, spruce and 
hemlock coming in, mostly in boards 
and plank. Also a little Douglas fir but 
not much in the way of hardwoods. 
. . The help shortage remains a prob- 
lem in retail and wholesale yards. 

MINNEAPOLIS: Demand continues, 
as in recent months, very strong, but 
the military, war housing and high 
priority war plant construction cate- 
gories of consumers are taking just 
about everything in sight. There is a 
little low grade stuff available for es- 
sential farm repairs. .. Most retailers 
have low stocks and little chance to 
build them up. The situation is ex- 
pected to get tighter and no hope is 
expected before the war in Europe 
terminates. 

NORFOLK: The only demand dur- 
ing the past two weeks for pine lum- 
ber has been from box maufacturers. 
They cannot seem to get enough dry 
lumber, either rough or dressed. Their 
buyers have been scouring the market 
with little success. Meanwhile the 
government continues to press them 
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for shipments of boxes at all times... 
Stocks on hand at retail yards are 
very low. Because of the better 
weather, dealers" have received a few 
shipments lately—mostly on very old 
orders. There is not much buying be- 
ing attempted now because of the 
problems involved. 

SEATTLE: War demands continue 
to take the ‘bulk of production and 
mill order files are large with govern- 
ment orders. Domestic demand takes 
any lumber it can get or that it can 
convert to retail yard needs. Shingle 
demand is far above the ability of the 
mills to produce, and the same situa- 
tion faces the siding manufacturers. 
The buyer must have the highest pri- 
orities to get lumber. . . Wholesale 
houses and retail yards are getting 
only dribbles of lumber. They cannot 
build up stocks. 

KANSAS CITY: Demand is large 
and the call is for all types of lumber. 
Civilians in general are getting very 
little. Farmers, however, are buying 
fairly large amounts—at least all they 
can under present restrictions. . . The 
situation is now tighter than ever, and 
no stockpiles are evident at wholesale 
yards. Even the large sizes and rough 
items are hard to get. 

BIRMINGHAM: The OPA recently 
caused confusion by its interpretative 
bulletin regarding shipments of ran- 
dom and specified lengths, but this 
was later recalled with the result that 
mills can continue as in the past to 
ship lengths and grades as available 
and invoice accordingly. Much lumber 
is shipped without waiting to segre- 
gate it into divisions as to length. . . 
Retail yards for the most part are 
bare. A few days operation per month 
enables them to sell all they can get. 
However, a few are managing to get 
priority orders and consequently do a 
more thriving business. 

TACOMA: There is an increasingly 
heavy demand locally for all grades 
of lumber used in residential construc- 
tion because of greater building ac- 
tivity here. Houses being built are in 
the $6000 class in conformity with 
FHA priorities issued to meet essen- 
tial housing requirements. Local con- 
tractors and city building officials de- 
clare there would be an even greater 
spurt in local building if government 
restrictions could be removed. . . Lum- 
ber is plenty scarce. Two new housing 
projects for war workers will be 
started immediately. Costing $500,000, 
the structures will be of a temporary 
nature only. They will, however, be 
built of masonry because sufficient 
lumber is not available. 
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NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 










Our production 
is drastically curtail- 
ed by reason of problems 
related to the wat effort, but we 


are doing our level best to partially 
fill demands; at the same time planning 
for that day when we can again serve our 
customers with enough—on time. 





PRODUCT OF 


Geo. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 


Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car -Loaders 

Dry Kiln Car Unloaders 

Automatic Lumber Stackers 

Hydraulic and Electric Elevating 
‘ables 

Electric Lumber Transfers 


We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 


SCORINTH "co. 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
Mill Supplies 
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Western Pines 
Following delivered prices, based on 
past sales, were reported to the West- 
ern Pine Association by members dur- 
ing the month of January, 1945. Both 
direct and wholesale sales are included 
and are based on specified items only. 
Two districts are given, one being the 
State of llinois, outside of the Chicago 
metropolitan district, and the other the 
State of Pennsylvania. Quotations fol- 
low: 
ILLINOIS 
PONDEROSA PINE 
Selects S2 or 48 
1x8” 5/4RW 6/4RW 
C Select RL...$80.50 $84.03 $83.84 
D Select RL... 67.55 70.08 69.77 
Shop S28S— 
No.1 No. 2 
SE: pane neadanerwneriwe $59.25 $54.25 
SS ere 54.25 


No, 2 No. 3 
ya Pee re $52.81 $48.83 
ch gh Aer » 54.76 48.82 

IDAHO WHITE PINE 
Selects S2 or 48S— 

1x8” 6/4RW 
eo. ee err $83.75 wma 
Quality (D) RL....... 66.25 

Commons S82 or 48S— 
Colonial Sterling Stand. 
No. 1 No. 2 No. 3 
ge: ar $62.75 $59.18 $50.69 
1x12” RL .... 90.35 64.36 50.88 
4/4 Utility No. 4 S2 or 4S RWW&L.$42.25 
SUGAR PINE 
Shop S28S— 


No. 1 No. 2 No. 3 


Tee $72.00 $48.00 
LARCH-DOUGLAS FIR 
Vertical Grain Flg. C&Btr. 
eh | rea $64.00 
No. 3 Com. S2 or 4S 1x8” RL.... 48.25 


PENNSYLVANIA 
PONDEROSA PINE 
Selects S2 or 458 





1x8” 5/4RW 6/4RW 

C Select RL..$81.63 $85.54 $86.12 
D Select RL.. 68.73 71.54 72.06 
Shop. 82S 





No. 1 No. 2 

OE. cinavecuvanee ce euwre $59.84 $55.33 
7 Ree ere rere 61.00 56.00 
Commons S82 or 48 





No. 2 No. 3 

SE Te viesacnenscewan $53.81 $50.05 

DEE. Mle wxane cid tres 56.20 50.76 

No. 4 Com. 4/4 S2 or 4S RW&L...$41.14 
IDAHO WHITE PINE 

Selects S2 or 45— 

4x3” 6/4RW 

Creates CC). Bibs. 6640s $85.50 $97.00 

3 ao >: ae 68.00 85.00 

Commons S82 or 48 

Colonial Sterling Stand. 

Oo No. 3 





No. 1 No. 2 No. 
3 gi eer $64.72 $60.87 $52.90 
1x13” RL .... 93.00 66.30 52.80 


No. 44/4 Utility S2 or 4S RW&L..$46.11 
SUGAR PINE 
Selects S2 or 4S— 
4/4RW 5/4RW 6/4RW 
ee $97.50 $96.50 
C Select RL..$93.50 94.50 93.50 
D Select RL.. 80.50 82.50 81.50 


Shop S2S— 
No.1 No. 2 No. 3 


BFS wcectsewns TTT $50.50 
OO $66.50 58.09 cope 
Ole. <tenwtewaien 77.50 64.20 $51.50 


LARCH-DOUGLAS FIR 
Vertical Grain Flg. C&Btr. 4” RL.$65.00 


New Company Buys 
Sawmill Operation 


The Grayson Lumber Co. has sold 
its sawmill operation at Grayson, Ala., 
in the Bankhead National Forest, 
where it had a band mill, Moore cross 
circulation dry kilns, planing mill, and 
complete logging equipment. The saw- 
mill was destroyed by fire on Sept. 
16 last year and the remaining por- 
tion of the plant has now been sold 
to the Clancy Lumber Co., Inc., a new 
firm incorporated by Leon Clancy of 
Albany, Ga., who formerly operated 
the Jackson-Clancy Lumber Co. of 
Warwick, Ga., and A. B. Carroll of 
Hurtsboro, Ala., a well known south 
Alabama lumber manufacturer. 

The Clancy Lumber Co., incor- 
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porated for $100,000, with $75,000 
paid in capital, will build a sawmill 
at the same location and continue the 
operation. The Grayson company also 
sold to the Clancy company the timber 
contract which it had with the U. S. 
Forestry department, which extended 
privileges to cut timber, on a selective 
cutting basis, in the Bankhead Na- 
tional Forest, which consists of more 
than 119,000 acres of land on which 
the timber was estimated to be more 
than 120,000,000 feet on the selective 
cutting basis. 

The partners owning the Grayson 
Lumber Co. also own the Grayson 
Saw Mill Co., which ran this operation 
until its recent sale to Clancy Lumber 
Co., Ine., C. H. Grayson being prin- 
cipal owner and general manager. 


Course in Kiln Drying 


The twenty-seventh short course in 
dry kiln practice will be held at the 
New York State College of Forestry 
April 2 to April 11, inclusive, accord- 
ing to Professor Hiram L. Henderson, 
under whose direction the course will 
be given. 

It will deal with structure and in- 
spection of wood, preparing wood for 
kiln drying, kiln operation, study of 
drying factors, troubles in kiln dry- 
ing, types of kilns, kiln buildings and 
special problems; also insect and fungi 
damage to wood in storage. The 
course requires no previous training 
nor experience. 

A certificate is granted upon com- 
pletion of the work. Communicate 
with Professor Henderson for informa- 
tion regarding living costs in Syracuse 
and boarding places and hotels. 

The last day of registration is 
March 31. Professor Henderson sug- 
gests early enrollment as the class 
must be limited to 18 members. 


Moves to New Location 


After 26 years in its present loca- 
tion, the Lyman-Hawkins Lumber Co., 
Akron, Ohio, has sold its land and 
buildings to the McNeil Machine & 
Engineering Co. and hopes to have 
a new, up-to-the-minute plant and mill 
built and running before it vacates 
its present location the end of the 
year. The Lyman-Hawkins company, 
of which John E. Woodruff is genera! 
manager, expects to continue its busi 
ness without interruption. 


AFPI Public Relations Staff 
Adds Industry Representative 


Paul G. Richter on Jan. 29 joined 
the public relations staff of the 
American Forest Products Industries, 
Inc. He will be associated with the 
industry department of the Forest In- 
dustries public relations work and wil! 
be concerned chiefly with the exten- 
sion of support for public relations 
work among forest industries who 
have not participated during the last 
three years. He will operate from 
AFPI’s New York office and will spend 
a major portion of his time in the 
field. 
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TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 





























IPILOT ROCK PINE 


_ Soft- Textured Ponderosa from the John Day District of Eastern Oregon 
100% Kiln-Dried * “°° Ssie<ssuitticn Kine 


Modern 
equipment . . 









manufacturing 
Planing mill. 


Specializing in 
SELECTS and 
No. 2 COMMON 


2B Pilot Rock Sales Agency 


203 Radio Central Bidg., Spokane, Wash. 















‘SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 








DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. 8. Pat. O 


EXECUTIVE porace 
900 First National Soo Line Building 


MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 











SPECIES 
PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA} 








NEW YORK 
1604 Graybar Bldg. 
Mohawk 4-9117 


CHICAGO 


1863 LaSalle-Wacker Bidg. 


Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bidg. 
Exbreok 7041 











BALL BEARING 
TIGHTNER 


ENTERPRISE 


SAW MILL MACHINERY |. 


NOT DOWN TO A PRICE, 
but built to tried and proven 
principles of design and con- 
<a for profitable opera- 
ion. 


| ENTERPRISE meets the require- 
ments for accuracy and speed of opera- 
tion with low maintenance cost. Give us 
details of your requirements for our rec- 
ommendations and prices. 








IMPROVED GIAND 
FEED’ 





















The ENTERPRISE COMPANY, 328 Main St., Columbiana, Ohio 
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Affiliated 


NATIONAL HOTELS 


HOTEL ADMIRAL SEMMES ... Mobile 
HOTEL THOMAS JEFFERSON ....... 
Birmingham 


DISTRICT OF COLUMBIA 
HOTEL WASHINGTON Washington 


ILLINOIS 
HOTEL FAUST 


INDIANA 
HOTEL CLAYPOOL 


MISSISSIPPI 
HOTEL LAMAR 


HOTEL PAXTON 


NEW MEXICO 
HOTEL CLOVIS 


© 
HOTEL aupiose tom 


SOUTH CAROLINA 
HOTEL WADE HAMPTON Columbie 


.. Austin 
Beaumont 
Brownwood 
...Brownwood 
oo El Paso 


GALVEZ 


CORONADO COurRTS 
JACK TAR COURTS—H 
MIRAMAR COURTS ... 
r L CAVALIER. . 





Aftiliated 


NATIONAL 
eit HOTELS 


ca 










Woon PLASTICS Observations by A. J. Stamm, 
Forest Products Laboratory 

N MAKING PLASTICS from wood waste, cellulose is the bricks, 
lignin is the mortar. The object is to plasticize the mortar to make 
a mild acid that breaks the cellulose lignin bond which frees the 
lignin. In doing that, part. of the cellulose is a converted cellulose and 
may be washed out. The hydrolyzed-wood is a plastic in itself, but is not 
a good plastic. It is necessary to use a fortified substance like phenol- 
formaldehyde with plastic, but not as much is necessary as in using 
ordinery bakelite. These compounds contain a maximum of 50 percent 
wood flour, and 50 percent phenolic resin. Using 75 percent hydrolyzed 
wood and 25 percent phenolic resin gives equal properties, in fact, even 
greater acid resistance, and makes small molded objects. It is a cheap 
plastic—much cheaper than bakelite and is made successfully only from 
hardwoods because the lignin in hardwood is chemically more reactive. 
It is possible by adding only 12 to 15 percent of resin to paper on a 
paper machine to press it into a board-like material. Present day high 
strength paper-base plastic known as papreg is two and three times the 
strength of its predecessors. It is made from sheets of resin treated 
paper. Tensile strength when sheets are oriented may go as high as 
50,000 pounds per square inch. When cross banded tensile strength runs 
about 35,000 pounds. It is comparatively brittle however—more brittle 





in fact than some other plastics. 





Painting Kinks 

In going up a ladder with a bucket 
of paint it is usually best to have 
only a small amount of paint in the 
bucket. Don’t go up with a full 
bucket. Here are the reasons: 

(1) If the bucket is dropped the 
loss is small and the possibility of 
damage to property will be less; 

(2) Handling is freer than if the 
bucket is full; 

(3) If the hands must be used for 
some other purpose the brush may be 
placed upright inside the bucket, 
whence it cannot fall out; and, most 
important of all— 

(4) When dipping the brush the 
painter is not obliged to “look” for 
fear of dipping too deep or not deep 
enough—he knows by the feel that 
when the brush touches the bottom 
the desired amount of paint is ap- 
plied. 

Another kink is to mix paint with 
putty when puttying the windows. 
Use paint of the same color as used 
on the house or windows so that it 
will not be necessary to paint the 
putty after it is in place. 

Putty sticks better by first clean- 
ing the window frames and adding a 
coat of paint before using paint- 
mixed putty. Allow the paint to be- 
come almost dry and then apply the 
putty-paint combination. 

Putty will stick better if the win- 
dow pane is given ample clearance all 
around so that a “crack” will exist 
between the edge of the glass and 
the wood into which putty can be 
packed. 


Wartime Impetus Given 
Insulation to Affect 


The impetus given insulation as a 
result of the war will be translated 
into more comfortable and more eco- 
nomical homes during the postwar 
construction period, according to 
Stuart H. Ralph, president of the 
Insulation Board Institute. 

“The myth that homes of the imme- 
diate after-the-war era will be revolu- 


tionary in character has been pretty 
well exploded,” Mr. Ralph asserted at 
a recent Institute meeting in New 
York. “That does not mean, however, 
that they will not be more livable and 
better constructed. Many of the im- 
provements, such as in insulation, will 
not be evident to the eye.” 

One advance in insulation, he said, 
has been the recognition of the fact 
that better performance is obtained 
by an even distribution of the insulat- 
ing material. In other words, both 
comfort and fuel saving are increased 
when the insulation is spread to pro- 
tect all surfaces than when it is con- 
centrated in one area, such as the roof. 

As an example, Mr. Ralph compared 
a cubical building having all the in- 
sulation in the roof with one of the 
same size and shape having an equal 
amount of insulation evenly divided 
over all six sides. Under average 
conditions, he said, the building with 
balanced insulation would require 
about 35 percent less fuel. The latter 
building also would be more comfort- 
able, he claimed, because all interior 
surfaces would be more evenly warm. 


Prepare for Postwar Sales 

(Continued from page 46) 
thousands and thousands of dollars on 
attractive booklets. Capitalize on 
them! They are prepared to help you 
do business. Use them to encourage 
the future home owner. Make up a 
portfolio file for your prospects of all 
of these various booklets, house plans, 
and other informative literature. It 
should also contain financing applica- 
tions, and other data on home build- 
ing. Put your name in nice type on 
the portfolio file and also imprint each 
booklet and folder. 

All right, let’s say you’ve done all 
this—you’re ready to go! What next? 
Let’s call upon a prospect. What are 
you going to talk about? Why you’re 
ready—you’ve got all the dope. 

Make a date with him. Have an in- 
terview with both the husband and 
wife. Cover all the points for home 
ownership, including financing of the 
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project. And after the interview, an- 
alyze the prospect. Prepare an index 
file card—catalog him as to type and 
kind of home he wants, the price and 
his capacity to pay for it. 

Make a record of those planning to 
build when restrictions are lifted... 
those planning to build soon after— 
say within a year or so; and those in- 
definite about it. 

Let’s say that 80 percent will build 
right after the war—what happens— 
what are you going to do about them 
now? You’ve got to hold that pros- 
pect in a different way than you ever 
thought or did before. You’ve got to 
keep him interested because you'll 
have plenty of competition. Send your 


prospects periodic mailings, folders, 
literature carrying further sugges- 
tions for home building to be included 
in the portfolio file you gave them. 
Keep ’em alive with information. Keep 
sending them every new idea, every 
new folder or booklet on home build- 
ing you believe they’ll be interested in. 

It takes a different kind of selling 
today—a deep, sound serious funda- 
mental selling. Sometimes we call it 
“educational” selling. It’s giving 
people all of the facts in detail... 
and why—because people have had 
time to think—they have had time to 
gain more knowledge on the details of 
the home and what goes into it during 
the past two years. It’s up to you to 


continue this way of thinking by help- 
ing them,.because it is basic and 
homespun and sincere, it is happiness, 
which is what lasts and what counts. 
Let’s study this business of ours 
and do a better planned, better organ- 
ized job, because we’ve got what it 
takes. Let’s get to work—work like 
never before in your lifetime. Be a 
better merchandiser. Be an authority. 
. Be the leading authority for fu- 
ture home building in your commun- 
ity. The future of that community of 
yours depends upon you, how you 
work with those people, how you help 
them with this major investment of a 
lifetime is important to your own fu- 
ture and to the nation as a whole. 








S AW re 


AVAILABLE FOR 
PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 


ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 


works if desired. 


Various sizes and dogs to meet your needs. 


8 years’ experience in building Saw 
Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


a nes Bel 


LANE 


Trade Mark Reg. U. 8. Pat. O27. 
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ELEE TRENT 


to know. 


MOISTURE REGISTER’S direct 
reading dial shows your 
lumber 4% too wet, or as the 
case might be, perhaps it 
shows too dry . . . in either 
case, the ELECTRONIC 
method indicates instantly ... 
accurately... what you need 


MOISTURE 





INSTANTLY! 


ooo@t the press of a button 


Convenient carrying case is 
supplied with each instrument 
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Available for i: diate delivery. 
Write for literature and prices. 


REGISTER CQ, 





133 NORTH GARFIELD AVENUE e« ALHAMBRA, CALIFORNIA 





RUBBER PARTS 


—For ALL Woodworking Machinery — 


V Yates, Fay & Egan, Smith and Solem Ma- 


chine Rubber Parts. 


V Double-End Tenor Rubber Blocks. 
\ Band Saw Tires—Belt Sander Tires. 
\V Pneumatic Drum Sander Tubes Replaced. 





V Mallets—Tack and Screw Bumpers. 






Write for Special Wood Industries Rubber Catalog 
I aetedhcd dd tee elcid te iseaecieeenenneniiieemesememeennniionamoem 


BROADWAY RUBBER MFG. CO. 
“The Rubber House of the Americas” 
SYA: aS 2am 29510): 0 DD: Game Ole t-a'20 eye @ 
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{HERE'S ar) | 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form...just 
mix with water and 
use. Will not shrink. 
Sticks and stays put. 


WILL NOT SHRINK 
STICKS AND STAYS Pu 
———. 











Your jobber cen give immedicte 
delivery on Durham's Rock-Hord 
Woter Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cons to cose. 
Also aveilable in 25, 50 and 
100-Ib drums for industrial users. 


DONALD DURHAM CO. 
Des Moines ¢) lowe 


The PLASTIC Repair Material 
in POWDER Form 




































WHITE PINE (2"*.-...- 


Al California White 
so and — Pine 


Fir Wallboard Wav cock: products 
William Schuette Company 


New York 
Office--41 East 42d St. PITTSBURGH, PA. 





ALIFORNIA 


SUGAR & WESTERN 
PINE AGENCY 


#1 MONT 
RANCISCO, CALIFORNIA 


SS UU cn H Pattern Lumber 


Selects and 


PINE  s- 


California Ponderosa Pine 
Mouldings and Cut Stock 





| "THE COMMERCIAL 
M@XICO timpers of MEXICO” 


Concise new Booklet listing and describing 60 
species Mexico's commercial timbers. Compares 
hom with U. S. species. Describes appearance, 
texture, color, utility, size, weight, pronunciation. 
Practical, authentic. Sent postpaid on receipt of 
$1 per copy. 
ARNOLD JOERNS 


Dept. A, 333 N. Michigan Ave., Chicago 1, Ill. 





Loose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lin 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co. 
2133 Touhy Ave., Chicago 45, Ill. 

























Transparent Waterproof 
Coating 2173 


A new transparent waterproof 
coating has been developed for sealing 
out dampness and destroying alkali 
deposits on brick, stone and stucco 
walls. It is easily applied with a soft 
paint brush and the manufacturer says 






































it will not change or discolor the tex- 
ture of the surface. Ranetite Mfg. 
Co., Inc., is the manufacturer. For 
further information check number 
2178. 


Hot-Press Phenolic Glue 21710 

Plaskon Division, Libbey-Owens- 
Ford Glass Co., Toledo, Ohio, has just 
announced a new powdered resin glue 
for which many exceptional proper- 
ties are claimed. This new hot-press 
phenolic glue, Plaskon 810-12, is ex- 
tensible with wheat flour. Without 
extension, the new glue is said to 
meet the most rigid requirements in 
water and weather resistance. Ply- 
wood made with it can be used under 
prolonged or constant extremes of 
temperature and humidity. At its 
maximum permissible extension with 
wheat flour—equal parts of resin and 
flour—the new resin assures a bond 


- that will withstand a 3-hour boil test 


without delamination. A dry, water- 
soluble powder, the product is more 
stable in storage than liquid phenolic 
resin. Check number 21710 for fur- 
ther information. 


New Book for the Plywood 
Distributor 2179 


A new, illustrated booklet entitled 
“The Function of the Plywood Dis- 
tributor” has just been published by 
Aetna Plywood & Veneer. It is a 
case study of the Aetna organiza- 
tion, equipment and activities pre- 
sented as being typical of a national 
plywood distributor. For a free copy 
check number 2179. 


Campaign for Wood Research 


At the December annual meeting 
of American Forest Products Indus- 
tries, Inc., a committee was author- 
ized to seek industry-wide interest and 
financial support for a continuing pro- 
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gram of research. The general ob- 
jectives are to find more and better 
ways of using wood products and im- 
prove their natural properties, and to 
find ways to use a greater percentage 
of forest crops. Specific projects will 
be determined by the subscribers. Fur- 
ther information obtainable from 
American Forest Products Industries, 
Inc., 1319 Eighteenth St., N. W., 
Washington 6, D. C. 


Two New Circulars 


The Small Homes Council of the 
University of Illinois, Urbana, II1., 
has just issued its first two circulars 
giving homeowners information about 
home building and maintenance, and 
has announced a dozen more to be 
issued shortly. “Storm Windows” and 
“Selecting the Home Site” are the 
first two subjects available. The 
sheets are free from technical terms 
and accompanied by explanatory 
sketches. Copies may be obtained 
from The Small Homes Council. 


Glove for Wire Strappers 2178 

A special glove is now available for 
operators of strapping machines. It 
is made on the flexible, seamless palm 
pattern with extra palm patch of 





chrome tanned cowhide. The base 
glove is grain leather with fingers 
and thumbs left open at the tips to 
increase flexibility. Industrial Gloves 
Co. is the manufacturer. For further 
information check number 2178. 


Bulletin on Wood 
Preservation 2176 


How plywood, structural woodwork 
and a variety of articles made of 
wood are being treated by the new 
Lignophol dipping method to prolong 
their life and provide water repellency 
is the subject of a special report just 
issued by L. Sonneborn Sons, Inc. The 
report cites typical applications to 
illustrate the use of this new dipping 
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preservative for prefabricated struc- 
tural units such as doors and win- 
dows and fabricated wood objects, in- 
cluding ladders, tool handles, oars and 
paddles. For further information check 
number 2176. 


Space Heater Book 2174 


“A Primer on Space Heaters” is a 
booklet prepared for the layman to 
acquaint him with types, function and 
applications of domestic space heat- 
ers. It is purposely simplified to give 
the non-technical reader a practical 
understanding of the product. Evans 
Products Co. is the manufacturer. 
For further information check number 
2174. 


New Mallets 2177 


Now available is a new mallet made 
of chemically treated pressed wood, 
replacing cowhide, rubber or metal. 
It comes in three sizes, each of which 
is light in weight and has V-shaped 
handles. For further information check 
number 2177. 


Mortar Cement 2171 


Now available is a new mortar ce- 
ment said to have improved qualities 
of plasticity, yield, water retention, 
durability and strength. Other quali- 
ties claimed by Universal Atlas Ce- 
ment Co., the manufacturer, are low 
volume change, good color properties, 
durability, and strength that meets all 
requirements. For further information 
check number 2171. 


V-Belt Drive Catalog 2172 


A complete V-belt drive catalog 
with all information required to make 
correct drive selections reduced to 
handy charts, tables and drawings, 
has been published by Allis-Chalmers 
Mfg. Co. List prices, stock sizes, di- 
mensions and construction details are 
included. For further information 
check number 2172. 








New Side Handle Drills 2175 


A newly developed portable electric 
drill that introduces a side handle 
type machine with aluminum casings 
has been announced by Independent 
Pneumatic Tool Co. The gear case, 
field case and handle are molded in a 
specially developed plastic, and in- 
ternal operating parts are supported 
in a metal frame free of the plastic 
housing, so that the tool will operate 
with all housings detached. For fur- 
ther information check number 2175. 


Plastic Blind Rivet 21711 


A new plastic blind rivet permitting 
one man operation and blind fasten- 
ing, based on a wedging action is an- 
nounced by the Victory Mfg. Co. It 
is molded as one piece consisting of a 
head with plug attached and a tapered 





shank split to form four tapered fin- 
gers, and has innumerable applica- 
tions with metal, wood and plastic 
components. A wide variety of shapes 
and sizes in several plastic materials 
are available. For further informa- 
tion check number 21711. 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 


2171 2172 2173 2174 2175 
2176 2177 2178 2179 21710 
21711 
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The MANAGERIAL FILE 


A desk-side efficiency unit 
for the busy executive de- 
manding privacy, security, 
convenience. 2 locks. 2!/2” 
rubber castors. Ball-bear- 
ing rollers on drawer. 
High quality. Order today. 


Northwest Metal Prods. Co. 
= E. Mason Street 
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reen Bay, Wis. 











Manufacturers E 
Ear gO 


+» Members 
Ss. P. 1. B. 


LA GRANGE, GA. 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS § FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 

Reliable Shippers 33 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 





Change Your Saws to Simonds 


BL FL 3, or 2'2 inserted tooth Cut more 


nd no saw trouble Saw returned 2nd day as 


at shale tee de ae SAVE on 2’; 


edger sawa, alse on solid and trimmer saws 


J. H. MINER SAW MFG. CO., Meridian. Miss. 












INGLE WORTH 


McMINNVILLE, OREGON 


qnufacty rers 


WEST COAST FOREST pean 








Gillies Bros. & Co. Ltd. 


se ONTARIO, CANADA 


Genuine WHITE Pee wh neeun 


Air-Seasoned e diate ° 


For 102 years, 1842-1984. Capacity 30 million ft. annually 
Members N. W .L. D. Assan. 
ORY STOCK--ROUGH or DRESSED. Prompt Shipment 


JAMES W. SEWALL \ 


Consult 


>EWALL 
won. Maine 












Obituaries 
(Continued from page 76) 


mill, Lake Charles and Alexandria, La., 
died suddenly on Feb. 1. 


F. M. GARDNER, formerly in the 
lumber business in Spokane, Wash., 
died Jan. 6 at Huntington Park, Calif., 
following a heart attack. He is sur- 
vived by his widow and two sons, one 
of whom is Max Gardner, president of 
Atlantic Lumber Co., Bell, Calif. 


CHARLES SHELDON GARRETSON, 
76, founder and president of the C. S. 
Garretson Lumber Co., with headquar- 
ters in Ashland, Ohio, died Jan. 17 at 
his home in that city, of a heart attack. 
He is survived by his widow; a son, 
Ronald C., with whom he had been 
associated in business since 1911; two 
grandchildren, three great grandchil- 
dren, and a sister. 


W. G. GILLESPIE, 74, retired lumber- 
man, died Jan. 20 at his home in Hat- 
tiesburg, Miss., from a heart ailment. 
Surviving are his widow, a daughter, 
two brothers, and two sisters. 


SMITH GRAHAM, 74, for 35 years 
(prior to retirement five years ago) 
logging superintendent for the Cascade 
Logging Company, Tacoma, Wash., died 
Jan. 17. The town of Graham, located 
near Tacoma, was named for him in 
recognition of his contribution to the 
lumber industry. He is survived by 
his widow, one stepson and a sister. 


LESTER A. HECKARD, 67, who re- 
tired four years ago as president of J. 
W. Metz Lumber Co., Wichita, Kan., 
died Dec. 14. He is survived by his 
widow, a daughter, and a son. 


JOHN JORGENSEN, 66, an organizer 
and director of the Standard Lumber 
Co., Green Bay, Wis., died unexpectedly 
of a heart attack Jan. 18. Survivors in- 
clude his widow, a son, a daughter, his 
mother, and two sisters. 


HERBERT CLAYTON KOFOID, 75, a 
partner and president of H. C. Kofoid 
Lumber Co., with headquarters in 
Caruthers, Calif., died at his home 
there Jan. 14, from double pneumonia. 
He had not been active in business for 
the past few years. Survivors include 
his widow, a daughter, and two sons, 
one of whom, Harry N., was his partner 
in business. 


3ARNEY M. LEWIS, 36, proprietor 
of Lewis Lumber Co., Bessemer, Ala., 
died recently of injuries received in an 
automobile accident. Survivors include 
his widow and two sons. 


LT. CHARLES MacCLINTOCK, 949th 
Field Artillery Batallion (part of 
Gen. Patton’s Army), was seriously 

wounded in Luxembourg on Jan. 17 

and died in a hospital in Belgium on 

Jan. 19. Lieut. MacClintock, who re- 

ceived the Bronze Medal in France on 

Dec. 17, was a member of Marsh & 

Truman Lumber Co., Chicago, Il. 


JOHN EDWARD McJILTON, 82, of 
J. E. MeJilton & Son, Fisher, Ill., died 
at his home there Jan. 30, after an ill- 
ness of more than two years. He was 
active until two years ago, when he 
turned the business over to his son, 
L. C. MeJilton, and a grandson, Jack 
MecJilton. Surviving are his widow; 
two daughters; two sons, a sister, seven 
grandchildren, and three great grand- 
children. 


T/S NORMAN BERTRAND McVEY, son 
of Mr. and Mrs. Henry J. McVey of 


Oswegatchie, N. Y., was instantly 
killed Dec. 31, 1944, while on duty as 
an Army instructor at Fort McClellan, 
Ala. Before entering the Army he 
traveled extensively with his father, a 


86 


hardwood lumber inspector. 
Vey had campaigned 
and Italy, his regiment winning the 
battle of Hill 609 in Africa. He was 
highly commended by Army officers and 
before leaving Italy refused a promo- 
tion to first lieutenant. His bride of 
last August also survives him. 


T/S Mc- 
in Africa, Sicily, 


SIDNEY B. MILLER, 62, president of 
Harlem Lumber Co., Ine., New York 
City, N. Y., died Feb. 3 in a hospital 
there from injuries he suffered when 
struck by a car on Jan. 27. His widow 
and a son survive. 


MATT OLSON, 45, of Olson Bros. 
Lumber Co., Cherry Grove, Ore., died 
Dee. 19 at a hospital there; he had been 
ill six days. Survivors include his 
mother in Sweden, and a brother Carl, 
his partner in the lumber company. 


ALBERT L. PEARLMAN, 40, presi- 
dent of the Pacific Division, National 
Wooden Box Association and chairman 
of the advisory committee on agricul- 
tural containers in OPA and in charge 
of the order and service department, as 
well as traffic manager, of the Ameri- 
can Box Corp., San Francisco, Calif., 
died recently. 


MRS. EDITH TAYLOR POPE, widow 
of the late George A. Pope, president 
of Pope & Talbot, Inc., San Francisco, 
Calif., died Dec. 26, in San Francisco. 
She is survived by two sons, Major 
George A. Pope, Jr., president of Pope 
& Talbot, Inc., now in military service, 
and W. Kenneth Pope; a daughter, five 
grandchildren, a sister, and a brother. 


SAMUEL J. RECORD, 63, dean of 
Yale School of Forestry, New Haven, 
Conn., a founder of International As- 
sociation of Wood Anatomists, and the 
author of several textbooks on forestry 
and important scientific papers, died 
recently in New Haven. 


74, president of H. W. 
Ross Lumber Co., Minneapolis, died 
Feb. 8 at a Sioux Falls (S. D.) hos- 
pital. He operated lumber yards in 
Minnesota, South Dakota, and lowa, 
and was president of Northwestern 
Lumbermen’s Association in 1902, 
youngest ever to head the organization. 
He is survived by a daughter and a 
son, Hiram G. Ross, vice president of 
H. W. Ross Lumber Co. 


C. H. ROSS, 


JESSE J. STEPHENS, 56, lumberman 
residing near Richland, Ga., died Jan. 
19, after a lengthy illness. His widow 
and several children survive. 


B. F. THOMAS, 70, Fairfield, IIl., 
president of a partnership owning many 
lumber yards in southern Illinois, died 
Jan. 19, of a heart ailment. His widow 
and a daughter survive. 


ALBERT G. TRENT, 77, an organizer 
and president of Trent Bros. Lumber 
Co., Danville, Ill., died Jan. 13; he had 
been in failing health for five years. 
Survivors include his widow; a 
daughter; a grandchild; two brothers 
with whom he was associated in busi- 
ness—William C. Trent and Oscar J. 
Trent—and two nephews, Earl Trent 
and George Thomas, also associated 
with the firm. 


WILLIAM R. WEARN, 78, retired 
lumber dealer of Charlotte, N. C., died 
Jan. 26 after several months of de- 
clining health. With his brother, G. H. 
Wearn, he established the G. H. Wearn 
Lumber Co., which they operated until 
a few years ago. 


OTTO W. WILKE, 66, head of the 
Wilke Lumber & Fuel Co., Van Dyne, 
Wis., died at his home there Jan. 11, 
following an extended illness. Associ- 
ated with him in business was his son, 
Hubert, who, with Mrs. Wilke and a 
sister, survive. 





ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
BERMAN by Monday prior to publication 
date. Rates are b on ber of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind” ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 





RATES PER WORD, PER INSERTION 


8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion. for 3 to 5 consecu- 
tive insertions. 

MINIMUM CHARGE $1.60. 

Attractive discounts for 6, 13 or 26 consecu- 

tive insertions. 

When answering “blind” advertisements ad- 

dress number shown care of 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicage 2, Illinois 








HELP WANTED 


EXPERIENCED YARD FOREMAN 


To work in retail lumber yard—permanent 
position—excellent opportunity for the right 
man. MOHAWK WRECKING & LUMBER CO., 
14525 W. Chicago, Detroit 27, Michigan. 











WANTED—PLANT MANAGER 
Experienced man to superintend operating 
plant in Central North Carolina. Good home 
available with position. Must be acquainted 
with Circular Mill operation, estimate timber 
and have charge of lumber yard. No office 
work. Good salary and permanent position. 
Necessary that you be sober and honest. 
When replying give experience and salary 
expected. Address A-65, American Lumber- 
man. 





Wanted: Duplicator, carvin 
tor, steady employment. 
vale, Pa. 


machine opera- 
laig’s Mill, Mill- 





BOOKKEEPER AND COUNTER SALESMAN 
Needed at City Lumber Yard in Central Illi- 
nois town of 25,000. Good opportunity for 
advancement for ex-service man. Address 
B-42, American Lumberman. 





LUMBER YARD BOOKKEEPER 


And inside salesman for retail lumber yard 
in Arizona. State age, experience, health, 
salary, general qualifications. Address B-45, 
American Lumberman. 





Wanted —Ai first class maintenance foreman 
for a large millwork plant in the middle west. 
Very good amg 2 and working conditions. Give 
experience in first letter. Address A-67, Amer- 
ican Lumberman. 





YARD MANAGERS—Experienced reliable pro- 
gressive men who can cooperate and produce. 
Also experienced yard men with sales ability 
to serve customers. Splendid opportunit 
with a leading concern to live and grow wit 
the west in Washington State. Applications 
treated confidentially. Address ABD. Ameri- 
can Lumberman. 


February 17, 1945, AMERICAN LUMBERMAN 








